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For Homes, Apartments, Hotels, Churches, 
Schools and Public Buildings. 


For further information see Sweet's Arch. File 124 
MI 


or Write Miami Window Corp., Dept. SB, 
P. O. 356, Miami 42, Fla. 


Ask about the new alumi- 
num picture window—a new 








concept in window design. 


air infiltration tests passed at Pittsburgh Testing Labs. 


= Mam Awning Winoo 
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“We gave 350 families better 
constructed homes at lower cost by using 
Bildrite® Sheathing” 


MONROE WARREN, Sr. 
President, Meadowbrook, Inc. 
A leading Washington, D. C. 
builder for 30 years. 


ae 


E. C. Burgdorf, Meadowbrook’s 
Construction Superintendent 


Y MANDO L 


INSULITE DIVISION 
MINNESOTA AND ONTARIO PAPER COMPANY 
MINNEAPOLIS 2, MINNESOTA 


Monroe Warren, like thousands of other leading builders, has 
learned the megning of INSULITE leadership 
through actual experience. Here's 
his story —in his own words: 


“Gentlemen: We know and appreciate the 
advantages of Bildrite Sheathing, for we 
have built more than 350 homes since we 
started using it. As reputable builders, we 
use only the highest quality materials; but 
we are always looking for economies, at no 
sacrifice in quality. Our search led us to 
Insulite. 

Because it is stronger and more economi- 
cal, we use Bildrite instead of wood sheath- 
ing. We store it on the job, where it is 

exposed to the weather for weeks at a time. Yet, due to 
Insulite’s leadership in developing a tougher, more rigid 
board that is really water-proofed throughout, we have 
had absolutely no losses due to warping or buckling. 

Mr. E. C. Burgdorf, our Superintendent of Construc- 
tion, points out that the ease of handling Bildrite Sheath- 
ing on the job enables us to ‘close in’ houses faster, and 
substantially save on labor costs. 

With hundreds of thousands of feet of trouble-free use 
to back our judgment, we definitely prefer Insulite—and 
will continue to specify it on our new jobs. 

Sincerely, 
Monroe Warren, President 
MEADOWBROOK, INC.” 


More and more builders are learning about INSULITE'S leader- 
ship... how it means extra quality and advantages—yet saves them 
money. This tremendous acceptance among builders—nationwide 
—is bringing greater profits to INSULITE dealers everywhere. 


Are you profiting from INSULITE'S leadership? See your INSULITE 
distributor, or drop us a card. 
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George H. Smith Jr., 
Illinois Local No. 21, 
a bricklayer since 1917 


The 10 basic 
requirements 
of high quality 
masonry cement 

1. Plasticity 
2. Body 
3, Strength 
4. Yield 
5. Color 
6. Adhesion & Bond 


ligible 
y Neg einkage 


g. Water Retention 


ter 
9. Worepellency 


10. N 


syou get ol! 10 when 


use marquettel 


Marquette Cement Manufacturing Company 


CHICAGO 


PORTLAND ¢e HIGH EARLY STRENGTH © AIR ENTRAINING © MASONRY 
Any quantity of Marquette Masonry Cement will be shipped in mixed carloads with other types of Marquette Cement / Rimes 


JUNE, 1951 


on-effiorescing 


ST. LOUIS 


hoffer.. 


“The main job for masonry 
cement is to hold two masonry 
surfaces together. Everybody 
knows that. But there’s another 
important point that’s forgot- 
ten too often—color. 

“Marquette Masonry 
Cement is not only better, 
stronger cement, but it’s got an 
attractive color that blends 


e MEMPHIS e 


JACKSON, MISS. 


right with every kind of ma- 
sonry unit. Mortar made with 
Marquette cement is, well— 
quiet. It takes a back seat in 
the wall, brings out the natural 
beauty of the masonry units. 

“That’s why I say better 
mortar looks better, too, and 
Marquette Masonry Cement 
certainly makes better mortar.” 
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COLORS AND DESIGNS 
THAT SELL ON SIGHT! 


@ Deep woodgrain texture 
@ Straight or wavy edge 


4 Popular home Colors— 
Gray, Greentone Blend, 
Bufftone Blend, White. 


More and more Beautiful Homes have 
ASBESTONE Roofing Shingles 
DESIGNS AND FINISHES YOUR CUSTOMERS WANT! 
Dutch Lap— Deep woodgrain finish 
Hexagonal— Smooth finish 
Early American Strip— Traditional wood-texture finish 


All Lifetime Products of 


PR RRO 


Modern! ASBESTONE Wallboard 


For homes, stores, offices — For interior parti- 
tioning and exterior finishes . . . easy to install. . . 
fireproof ...can be painted for color effects. Ideally 
suited for all types of farm buildings. Available 
in both ‘Flexible’ and “Utility” grades. 


Asbestone also manufactures the famous Corrugated 
Asbestone Roofing and Siding in two weights — Cor- 
rugated Standard ‘‘400” and Economy “‘250”. 
COSHHHHSHSSHSHSHHSEHSHSHSSHHHHSHHHHALEHTE 
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5300 Tcho 


upitoulas Street © New Orleans, Louisiana 


Specialists in Asbestos-Cement 
Building Products for Over 25 Years 
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...and SEALKOATT 


“PEE-GEE SEALKOATT is the best 
product we have yet discovered 
for sealing hot spots 
in new plaster walls” 








is a great primer-sealer, transparent or pigmented 


SEALKOATT HAS: 

1. Terrific sealing power 

Wait until you see how this new product seals over 
porous gypsum wallboard, spotted-up nail holes, and 
all kinds of dry wall construction! It took ten years to 
develop, but we’re sure you'll agree it’s way above 
anything you've used before. 


2. Exceptional film holdout 

A highly important improvement . . . due to the out- 
standing self-sealing quality. This solid film-building 
feature results in perfect two-coat jobs, even where 
deep-tone Flat finishes are used over Sealkoatt. 


PEASLEE-GAULBERT 


Serving the South Since 1867 


3. Superior brushing quality 


The best we’ve ever seen in any brushing sealer . . . and 
that covers a lot of brushing experience! 


4. Nearly twice the hiding power 


. . . based upon an average of well-known sealers (in- 
cluding some previous Pee-Gee products)! 


And just to add some good measure, new Pee-Gee Seal- 
koatt has better wet edge, drying power, alkali resistance 
and resistance to top-coat solvents! 

Your customers will thank you for 
showing them the superiorities of 
Pee-Gee Sealkoatt. It’s great! 


PAINT & VARNISH COMPANY 


223 N. 15th Street, Louisville, Kentucky 
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FREE to Building Supply Dealers 


x * * 


2. Prefabricated Homes. Mimeo- 
graphed sheets give dealership data 
on frar.chises, deliveries, terms, and 
dealer responsibilities for Knox 
Homes. Other folders give construc- 
tion data, describe and show pictures 
of the various house models. The 
Knox Corporation, Thomson, Ga. 


4. Plastic Finish Wallboard. Data 
sheet gives complete details on color, 
sizes, and methods of packing and 
applying Superlite Predecorated 
Panelboard with durable baked-on 
finish. Accessories and dealer sales 
helps are described. The Superior 
Wall Products Company, 4401 N. 
American Street, Philadelphia 40, Pa. 


6. Sash Balances. Folder and other 
descriptive literature shows differ- 
ences between various sash balances 
on the market today. They describe 
working principles of Unique double- 
hung sash balances. The Unique Bal- 
ance Company, Inc., 25 Buckner 
Boulevard, New York 54, N. Y. 


10. Access Door. Attractive folder 
tells how easily new Coffman all- 
steel access door is installed. It fully 
describes this FHA-approved as- 
sembled unit. The R. G. Coffman 
Company, Inc., P. O. Box 1113, Or- 
lando, Fla. 


12. Installment Financing. Concise 
new handbook and guide explains 
system based on FHA Title 1 and 
regular ABC supplementary plan of 
financing home improvements and 
repairs. Allied Building Credits, Inc., 
P. O. Box 3426, Terminal Annex, Los 
Angeles 54, Calif. 


14. Ventilating Fans. New specifica- 
tion sheets describe Murray line of 
fans, including 20- and 24-inch win- 
dow fans and vertical and horizontal 
ventilating fans. Exclusive sales agent 
is the H. C. Biglin Company, Inc., 177 
Harris Street N. W., Atlanta 3, Geor- 
gia. 


16. Maple Flooring. Six new fold- 
ers are available on The “Thrifty 
Third” of Hard Maple and Birch; 
Where Second Grade Means Excel- 
lent; Northern Hard Maple Floor- 
ing; For Real Economy—Use Third 
Grade; Useful 1%-Inch Face Width; 
Finishing Northern Hard Maple the 
MFMA Way. The Maple Flooring 
Manufacturers Association, Pure Oil 
Building, 35 East Wacker Drive, Chi- 
cago, Ill. 


18. Exterior Plywood. “Better Farm 
Buildings with Exterior Plywood” is 
a two-color folder that covers use 
and construction of farm buildings 
and equipment of plywood. It in- 


Use Handy Coupon Below 


cludes over 100 photographs, charts, 
tables, and construction details. The 
Douglas Fir Plywood Association, Ta- 
coma Building, Tacoma 2, Wash. 


20. Stained Shingles and Shakes— 
five new folders give detailed appli- 
cation instructions for stained shin- 
gles, processed shakes, hand-splits, 
and tapersplits. Full colors are shown. 
The Colonial Cedar Company, 600 
West Nickerson St., Seattle 99, Wash. 


22. Sliding Doors, Specifications. 
sizes, finishes, and an explanation of 
ways in which prefabricated sliding 
door closet-fronts save space and 
money are included in a new illus- 
trated folder. The United States Slid- 
ing Door Corporation, 216 Lexington 
Avenue, New York 16, N. Y. 


24. No-Draft Sash Balances, Illus- 
trated folder shows how these spring- 
operated sash balances save time in 
building, assure easy window open- 
ing, and weatherstrip windows. Mas- 
ter Metal Strip, Inc., 1721 N. Kil- 
bourn Avenue, Chicago 39, II. 


26. Structural Glass. “Glass For 
Construction” gives characteristics 
and uses of Libbey-Owens-Ford 
structural glass. Architects’ file sheets 
for 1951 are available. The Libbey- 
Owens-Ford Glass Company, Nicholas 
Building, Toledo 3, Ohio. 


28. Protective Paper. Two folders 
on uses of Sisalkraft protective 
Papers are sent on request. One 
describes covering and protection 
uses. The other describes low-cost 


806 Peachtree St., N. E. 
Atlanta 5, Georgia 


numbers: 


lining for attics, poultry houses, and 
other uses. The Sisalkraft Company, 
205 W. Wacker Drive, Chicago 6, Til 


30. Flush Doors. An eight - page 
catalog gives details of design and 
construction of Mengel hollow-core 
and solid-core flush doors. Included 
are complete specifications, sizes, 
weights, and face species. Plywood 
Division, The Mengel Company, 
Louisville 1, Ky. 


32. Thrif-T Woodwork. Illustrated 
48-page catalog contains complete 
descriptions and specifications of 
Thrif-T packaged millwork items for 
windows, casements, exterior and in- 
terior doors, china cases, wardrobes, 
mantels, overhead garage doors. The 
Roach and Musser Company, Musca- 
tine, Iowa. 


34. Aluminum Sink Frames. Four- 
color folder gives complete instruc- 
tions for installing Trimedge ex- 
truded aluminum sink frames. Im- 
printed with the dealer’s name, the 
folder is an appropriate self-mailer. 
Trimedge, Inc., 4021 Mahoning 
Avenue, Youngstown 1, Ohio. 


36. Builders Hardware. New items 
and improvements in the Adams- 
Rite line of locks and builders hard- 
ware specialties are shown in cata- 
log No. 49. The Adams-Rite Manu- 
facturing Company, 540 W. Chevy 
Chase Drive, Glendale 4, Calif. 


38. Sash Balance and Pulleys. Grand 
Rapids invisible sash balance and 
sash pulleys are clearly described and 
shown in a 16-page catalog. Instruc- 
tions are included for installations in 
all types of double-hung windows. 
Grand Rapids Hardware Company, 
Grand Rapids 2,.Mich. 


40. Ideal Millwork. Folders illustrate 
and describe Ideal Brand kitchen 
cabinets, wood window units, colonial 
entrances, fireplace mantels, linen 
and corner cabinets, and other mill- 
work. William Cameron and Com- 
pany, Wholesale, Box 889, Waco, Tex. 


42. Metal Thresholds and Saddles. 
Illustrated catalog No. 9 lists 38 types 
and designs of thresholds and sad- 
dles in aluminum and brass, and 
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Please send me, without obligation, the free literature 
described in the June, 1951, issue of S*B*S with these key 
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pus’ 


walks here... 





O« PAUL sat in with us back in 1921 when we 
pioneered the manufacture of Douglas fir 


plywood. 
He aided in laying out and in building our ply- 
wood plants, our lumber mill, our logging camp. 
Then he took over the construction crews who 
built our company warehouses in San Francisco, 
St. Louis, Dallas, Houston and Charlotte, N. C. 
He developed our trademark, and the method 
by which we put this brand of quality on every 





plywood panel we produce. 

Paul still walks here. We just saw him heading 
for a meeting on an amazingly beautiful — and 
practical — new wonder wood that will be an- 
nounced shortly, and that will be available 
through APMI sales warehouses exclusively. 


ASSOCIATED 


APMi SALES WAREHOUSES PLYWOOD MILLS, INC. 


925 Toland St., San Francisco; GENERAL OFFICES: Eugene, Oregon 
4814 Bengal St., Dallas; 4003 Coyle 

St., Houston; 4268 Utah St., St. 

Louis; 1026 Jay St., Charlotte, N. C.; 

Eugene and Willamina, Oregon. 
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also a complete line of other metal 
weatherstrip material. Southern 
Metal Products Corporation, 9321 
Rayner Street, Memphis, Tenn. 


44, Material-Handling Equipment. A 
specification chart for 45 standard 
Ross carriers is included in an at- 
tractive new bulletin. Various models 
are shown in action in the photo- 
graphs. The Ross Carrier Company, 
Benton Harbor, Mich. 


46. Hollow-Core Doors. Selling 
points of Paine Rezo hollow-core 
flush doors are described in an at- 
tractive three-color folder. Sketches 
show interlocking air-cell grid core 
and other construction details for 
various door styles. The Paine Lum- 
ber Company, Ltd., Oshkosh, Wis. 


48. Asphalt Shingles. A new four- 
color folder for consumer distribu- 
tion shows the interlocking wind- 
proof feature of Ruberoid Dubl- 
Coverage Tite-On shingles. When 
held up to the light, this clever 
folder shows the double and triple 
coverage of the shingles. The Ruber- 
oid Company, 500 Fifth Ave., New 
York 18, N. Y. 


50. SSIRCO Building Products. [Il- 
lustrated literature, newspaper ad- 
vertising mats, radio scripts, in- 
struction sheets, and price lists are 
available on roofing, siding, ply- 
wood, wallboard, insulation, garage 
doors, and screening. Advertising 
Department, Southern States Iron 
Roofing Company, P. O. Box 1159, 
Savannah, Ga. 


52. Stanley Hardware. Six col- 
ored, illustrated consumer folders 
are available on Stanley Roll-Up 
garage doors; paneled garage door 
with Econ-O-Matie swing-up hard- 
ware; ornamental black hardware; 
screen hardware; cabinet hardware, 
and sliding doors. The Stanley 
Works, New Britain, Conn. 


54. Metal Building Proqucts. An 
illustrated pocket catalog shows the 
complete line of Leigh metal build- 
ing products. Information is_ in- 
cluded on door canopies, window 
awnings, ventilators, ornamental 
shutters, package receivers, dust 
chutes, clothes chute doors, and 
flower boxes. Air Control Products, 
Inc., Coopersville, Mich. 


56. Fireplace Unit. An eight-page 
circular describes advantages of 
Heatform, a_heat-circulating fire- 
place. Other special literature sent 
to dealers. The Superior Fireplace 
Company, 601-V North Point Road, 
Baltimore 6, Md., or 1708-D East 
15th Street, Los Angeles 21, Calif. 


58. Hinges, Other Hardware. A 
126-page catalog contains illustra- 
tions and specifications of some 
3,000 types and sizes of Hager 
hinges, hasps, shelf brackets, mend- 
ing plates, corner braces, and win- 
dow hardware. C. Hager and Sons 
Manufacturing Company, 139 Victor 
Street, St. Louis 4, Mo. 


60. Clay Pipe and Specialties. At- 
tractive two-color booklet describes 
Oconee vitrified clay sewer pipe, 
fittings, flue, brick, drain tile, and 
structural specialties. The Oconee 


Clay Products Company, Milledge- 
ville, Ga. 


62. Aluminum Casement Windows. 
A 10-page, four-color catalog shows 
the complete line of Ualco Life-Time 
aluminum casement windows in 
standard and modular sizes. Draw- 
ings of installation details and sug- 
gested uses included. Advertising 
material is available to dealers. The 
Union Aluminum Company, Inc., 
Sheffield, Ala. 


64. Masonry Cement. Pocket-size 
booklet contains suggestions for bet- 
ter masonry construction, tables 
showing amounts of mortar and 
masonry products needed, and gen- 
eral information on Cumberland 
Portland Cement Company, Chatta- 
nooga Bank Building, Chattanooga 
2, Tenn. 


66. Marlite Paneling. The Marlite 
color folder—a “miniature catalog” 
for prospective customers—tells the 
complete story about these plastic- 
finished panels in wood and marble 
patterns. The complete range of 
colors is shown. Marsh Wall Prod- 
ucts, Ine., Dover, Ohio. 


68. Plywood Catalog. The handsome 
Weldwood catalog is profusely il- 
lustrated. Among the 66 products de- 
scribed are many new finishes and 
grades of pl. . The United 
States Plywood Corporation, 55 West 
44th Street, New York 18, N. Y. 


70. Plastic-Faced Plywood. Four- 
page folder with colored illustrations 
contains technical data and suggest- 
ed uses for GPX, plastic-faced ply- 
wood, in residential and commercial 
construction. The Georgia-Pacific 
Plywood and Lumber Company, 
Southern Finance Building, Augusta, 
Georgia. 


72. DeLuxe Tileboard. Folders de- 
scribe six distinctive patterns of 
Miratile deluxe tileboard and Mira- 
tile Leatherpanels, made of %-inch 
Masonite tempered hardboard. The 
Tile Board Panel Division, Miratile 
Manufacturing Company, Inc., JS, 600 
West 81st Street, Chicago 20, Ill. 


74. Aluminum Products, A new 
eight-page catalog shows Reynolds 
Lifetime aluminum roofing, siding, 
reflective insulation, gutters, down- 
spouts, built-up roofing, and case- 
ment windows. Reynolds Metals 
Company, 2036 South Ninth Street, 
Louisville 1, Ky. 


76. Insect Screen Guide. Retail prices 
of Cortland brand insect wire screen- 
ing can be figured quickly and easily 
with a new 22-page Surface Table 
guide. Other sales information is in- 
cluded. Wickwire Brothers, Inc., Cort- 
land, N. Y. 


78. Arm-Glaze Putty. Folder ex- 
plains the application of this bluish 
gray elastic compound for glazing 
windows. Millwork operators through- 
out nation are quoted as to its serv- 
ice and economy. The Armstrong 
Company, 4065 S. La Salle St., Chi- 
cago, Tl 


80. Folding Stairway. Slide-A-Fold 
disappearing attic stairways are pre- 
sented in an attractive three-color 
folder. Specifications and installation 
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PRINTED HELPS 
(From page 5) 


Order this FREE LITERA- 
») TURE by filling in coupon on 
page 5 of this S°*B°S, then 














data are included. The Craig Wood 
Products Company, Columbus, Ga. 


82. Bonding Plaster. Two-color folder 
tells how Nu-Wall permanent bond- 
ing plaster can be used to replaster 
old or damaged walls at less cost. No 
chipping, roughing, or scratching is 
necessary before application. Small 
folder answers questions about this 
plaster. Nu-Wall Manufacturing Com- 
pany, 923 N. 19th Street, Milwaukee 
13, Wis. 


64. Fir Plywood. “ ‘Picture Pretty’ 
with Douglas Fir Plywood” contains 
many illustrations, some full color, of 
ways to dress up and remodel a home 
with this plywood. Sales story is in- 
cluded. The Douglas Fir Plywood 
Association, Tacoma 2, Wash. 


86. Wood Preservative. Descriptive 
literature tells the story of treating 
lumber against termites and decay 
with Penta-Preservative and Penta 
WR. Actual photographs compare 
treated and non-treated woods and 
show how preservatives reduce swell- 
ing and checking. The Chapman 
Chemical Company, Memphis 3, Tenn. 


88. Asbestos-Cement Building Prod- 
ucts. Shingles and Wallboard: Full- 
color illustrated folders on “Century” 
Asbestos-Cement Roofing and Siding 
Shingles; also illustrated folders with 
application information on “Century” 
APAC Sheets. Write Keasbey & Mat- 
tison Company, Ambler, Pennsyl- 
vania. 


90. Gypsum Wallboard and Sheathing. 
Certain-teed Products Corporation, 
Ardmore, Pennsylvania, has pub- 
lished a new catalog covering its gyp- 
sum sheathing and wallboards, their 
advantages and uses. The 20-page 
book gives detailed instructions for 
applying sheathing and the various 
types of gypsum wallboard. It also 
describes in detail the laminated gyp- 
sum wallboard system and the fiber 
tape joint system used for treating 
joints between wallboard panels. 

section of the catalog is also devoted 
to a description of the manufacture of 
gypsum wallboard and sheathing. 


92. Ornamental Iron. Catalog sheets 
contain actual photographs of in- 
stallations of various pieces and de- 
signs of Coffman stock ornamental 
ironwork. The Rail-O-Graph with 
chart for determining railing pitch 
for steps is included. Model number 
and prices are given for each model. 
The R. G. Coffman —— Inc., 
P. O. Box 1113, Orlando, Fla. 


94. Ornamental Iron. New 32-page 
catalog shows great variety of orna- 
mental wrought iron for columns, 
brackets, cornices, railings, and other 
decorative pieces. It is filled with 
photographs of actual installations on 
homes. The Tennessee Fabricating 
Company, 1490 Grimes Street, Mem- 
phis, Tenn. 
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ITS TIPAE TO ORDER 


TENS 


MINERAL WOOL 


Here’s why fo sell it—Dealers who 
sell Tensulate Mineral Wool Insulation 
like the rapid turnover. Your insula- 
tion market is big . . . big as building. 
You sell Tensulate Insulation for new 
construction and modernization and 
each sale is a major sale. 

Tennessee Products is strategically 
located at Nashville, for rapid service 
to you. Investigate Tensulate Mineral 
Wool Insulation. Round out your build- 
ing supply line with top quality 
Tensulate products. 

Here’s how to sell it—Winter or 
summer, the importance of Tensulate 


CHARCOAL 


; Poe 
ed VAS MEARE 


Insulation for economy and comfort 
offers the perfect selling point. Build- 
ings stay cooler in summer, warmer in 
winter. Fuel savings alone make a 
sound reason for buying insulation. 
Tensulate Insualtion is rodent and ver- 
min-proof. It is water-repellent; fire 
retardant. 

For inventory control order mixed 
ears of Tensulate Perlite — new 
miracle aggregate—and Tensulate 
Mineral Wool Insulation. For in- 
formation on both of these quality 
building products from Tennessee— 
WRITE TO: 


§ 
ty 


TENSULATE 
INSULATION 


. o£," ) 
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ATE 


INSULATION 


TENNESSEE 


PRODUCTS & CHEMICAL 


NASHVILLE. TENNESSEE 
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Even with existing—and possible 
future—restrictions, it is now estimated 
that some 800,000 new housing units 
will be built this year. 


But think of the millions of existing dwellings, 
farm buildings and other non-residential structures! 


In 1951, that’s where your real roofing opportunity lies. 


It lies in reroofing, maintenance, and repair. Today, the public has the money 
for this type of work, and is now turning to home improvements and 
repairs, in place of hard-to-get consumer goods. 


Barrett can put you in touch with this rich market through its national 

advertising in The Saturday Evening Post and farm magazines, through 

its unmatched sales-promotion program, which includes store and job 

signs, window and counter displays, direct mail and selling manuals— 

everything you need to find prospects and close sales. A 


So, have your Barrett representative show you the complete line 
of Barrett* Asphalt Shingles. Not only a wide variety of ‘‘conventional”’ 
shingles, but also top-flight, exclusive Barrett design lock-type shingles. THE BARRETT DIVISIO N 


Barrett* Shingles are approved by Underwriters’ Laboratories, and meet 40 Rector Shest, New York 400%: 
205 W. Wacker Drive, Chicago 6, Ill. 


ry requirement for superior reroofing at moderate cost—val 
every te q aad i" eon € vaiues your 1327 Erie Street, Birmingham 8, Ala. 
competitors just can at! 36th & Gray's Ferry Ave., Philadeiphia 46, Pa. 


®Reg. U. S. Pat. Off 
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Distinctive new scoring with sweeping shoulders 
— gives effect of 3-dimensional depth 
and charm! 


Here's new beauty and smartness to attract 
your customers! Prestile’s twelve style-right colors 
relate Mncolt]m ole) Ul (ol mt ololst-lasrMolic-mael litte celalelilolary 
fol al slelul-Mel-laelseliiale Maal uly 
Investigate Prestile now! Learn why Prestile’s rep- 
MizelitelaMiclamel-) el-aleko) oli-MolUlol iia melaleMertiele-te Melo ih ze 


eries means more sales. 


” 


~~ Mfg. Co. * 5850 Ogden Ave. * Chicago 50, Ill. 


Yes, we want to learn more about: Ss 
(CL) PresTile De Luxe Tileboard [(] PresTrim Aluminum Mouldings 


Your Name 
Clip this memo to your letterhead and mail today! 








The Client’s 
POINT OF VIEW 


By Charles Luckman 


Following is a provocative excerpt from a 
speech made at the spring meeting of the 
Producers Council in Chicago, IIl., by 
Luckman. Formerly a top executive of sev- 
eral national corporations, including the 
presidency of Rexall Drugs, he now is a 
practicing architect in California. 


WE NEED TO STOP philosophizing that sim- 
ply because we have the highest living stand- 
ard in the world, our people have everything 
they need. Some of us have become com- 
placent through reading statistics about the 
number of bathtubs and vacuum cleaners, re- 
frigerators, and radios owned by Americans 
compared with the people of other nations. 

I do not believe the average American is in- 
terested in the number of cars in Equador, or 
in the telephone situation in Sweden. He sim- 
ply doesn’t care about the average number of 
toothbrushes in India, and he is more or less 
indifferent to the number of kilowatt-hours of 
electricity sold in Czechoslovakia. What he 
wants to know is: “When am / going to get 
modern plumbing?” and “When can I afford 
a home of my own?” He is interested in the 
future, as Kettering said, “because from now 
on I have to do all my living there.” 

With this in mind, we might take a moment 
and listen to some shocking statistics: 

1. 27 million Americans have no kitchen 
sinks. 

2. 17 million American families lack indoor 
laundry facilities. 

3. 22 million Americans lack indoor toilet 
facilities. 

4. 1 million American families need new 
homes this year. 

5. 40 million Americans have neither bath- 
tub nor shower. 

These are only a few items from a long, long 
list. So, let’s not talk about what we have got. 
Let’s be more concerned with what we haven't 
got. We must be concerned for two reasons: 
First, because these are human needs that 
should be met; and, second, because these 
needs provide dramatic illustration of the fact 
that we have not finished our economic 
growth—we are only beginning. Yes, we in the 
construction industry have an almost un- 
limited horizon—bounded only by our capac- 
ity to see, and our determination to do. I sin- 
cerely believe that together, we can do more 
for our country than any other single industry. 

Now, I do not mean to imply that we should 
adopt a social concept wherein we become our 
brother’s keeper. The obligation of people to 
earn money is entirely their own. Our respon- 
sibility is to see they get more for their money 
when they spend it. 
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~~ Space-Saving- phn 
_that Sells» 


You 


STAN LEY 
SLIDING 
= DOOR. 
HARDWARE: 





\ 
. 


“> id 
ae 


With one size track and bracket 
you can take care of all these 
installations 


= 
Single door mounted inside closet Single door with pocket 
You make a good customer as well as a 
= = ce — good profit with every set of Stanley Sliding 
Double by-passing doors Double doors mounted inside closet Door Hardware you sell. Interior doors 
fie that slide help solve the small home- 
ee os oe owner's biggest problem — living space — 
Double deers with pockets Three by-passing doors and make the builder's selling job easier. 
Stanley Interior Sliding Door Hardware 
is easy to install, easy to adjust. Doors 
glide smoothly in a V-shaped track, and 
can be adjusted with a screw driver after 
installation without removing trim. 
Simplified stock saves space for the dealer 
(see panel ). 


—_—- 





= -_— 
<< — * 


Four by-passing doors 


THE STANLEY WORKS © NEW BRITAIN, CONNECTICUT 


STANLEY 


Reg. U.S. Pat. Off. 
HARDWARE ® TOOLS ® ELECTRIC TOOLS © STEEL STRAPPING ® STEEL 
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SSirco Distributed Products are Nationally Advertised— 
successful merchandise that has a reputation for quality 
... products that satisfy your customers, bring them back 
for repeat business! 

SSirco offers you generous profit margins coupled with 
completeness of line. Fifteen SSirco Warehouses give you 
Overnight Delivery or Drive-in Pickup, cutting inven- 
tory investment. Stock SSirco Distributed Products for 
bigger sales, higher profits! Write today for details! 





Guitt them al, / 


3 DISTINCTIVE PATTERNS ¢11 BEAUTIFUL COLORS 
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Dealers like Barclay Paneling because of its bigger, better 
sales... higher, faster profits. Applicators prefer Barclay’s 
easy workability . . . quick, simple installation. Homeowners 
want Barclay Paneling with its 11 rich, decorator colors, easy- 
to-clean plastic surface and low cost. 

Available in three surface designs . . . Tile Pattern, Solid- 


tone and Stream-Lined ... Barelay’s exclusive Tri-Dem Scoring 


gives three dimensional, real tile-like appearance. Stock and 


Sell Barclay for better business! 


40% EXTRA PROFIT ON EVERY 
SALE! Barclay Accessories give you 
40% more profit with every tileboard 
sale. Increase your business with Bar- 
clay Paneling and Accessories .. . 


write today for details! Mastic Cement 


Pec 


ra 
$ be : 
ey fee 
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PRESDWOOD MOULDINGS 


ase \ 
B 1 ian 
| Mullion 


inside Corner 


ALUMINUM 2 
MOULDINGS AX» 


Outside Corner 


Y <a 


Divider Edging Tub Moulding 








LO-K 


GIVES YOUR CUSTOMERS 
MORE INSULATION 
aE 


7k DULUAR PR POUND -PERTOOF 





Lo-“K” gives your customers 
greater insulating efficiency 
...-dollar for dollar, pound 
, mI for pound, foot for foot. 
—— In addition, Lo-“K” has 
these specific advantages 
that build business and profits 
for you. Check these selling points 
and you'll find Lo-“K” is the one best 
buy for both you and your customers. 


GREATER EFFICIENCY 

LIGHTEST WEIGHT 

LOWEST INSTALLATION COST 
FLAMEPROOFED 

WON'T SAG OR SETTLE 

MOISTURE AND VERMIN PROOFED 


° 


INSULATION DIVISION 


LOCKPORT COTTON BATTING CO. 


Established 1870 Lockport, N.Y. 
New York Office: 1407 Broadway 
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Gate City awning 


WINDOWS 


Dealers! 


There’s No Secret To Continued 
Window Profits During 1951 


Look to Gate City for: 


© SAME FINE QUALITY PRODUCT 
AVAILABLE IN ANY QUANTITY 
PROVEN CONSUMER ACCEPTANCE 
ONE-DELIVERY PACKAGED UNIT 
DEALER SALES HELPS 
LIBERAL MARGIN OF PROFIT 


... and remember! 
WOOD Awning Window 
climate control features 
will be more popular than 
ever during 1951. Be pre- 
pared, with 








A few of our 36 stock sizes meet 
most order requirements. 


Awning Windows 


pioneered by 


Gate City 


Precision-made and Preservative- 
Treated for long lasting durability 
and dimensional stability. 


For complete information refer to 
AMERICAN LUMBERMAN 1951 
Dealer Products File 


Send 25¢ for SMALL 
HOMES PLAN BOOK 
with 40 Plans show- 
ing Awning Windows. 
Postpaid. 


Gate City SASH & DOOR CoO. 
“Wood Window Craftsmen Since 1910” 
FORT LAUDERDALE, FLORIDA 
MEMBER OF THE PRODUCER'S COUNCIL, INC. 


ctw er rer err wr ere ere, 


GATE CITY SASH & DOOR CO., Dept. $B-6 
P.O. Box 901, Fort Lauderdale, Florida 


Gentlemen : [_] Please send full particulars on your 
Dealer offer. (1) | enclose 25¢ for Plan Book. 


MAIL | 
foeltite]\m | 
) 





ADDRESS 





CITY. 


[ 





’ 
' 
' 
' 
' 
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' 
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FRAMELESS 


TITE 


SCREENS 


Plenty of 
advertising and 
merchandising to 

help you sell 


For more information 
plus our printed retailer 
or wholesaler sales policy 
in your area, please fill out 
coupon and mail to our Rep. 
John T. Everett & Co., 198 
S. Main St., Memphis, Tenn. 
RUTZKE WEATHERSTRIP MFG. CO. 
1447 PARK STREET, EMERYVILLE, CALIF. 
Please send me additional information on Evertite Frame- 
less Screens [] _ the dealer plan in my area [] the dis- 
tributor plan in my area [ have your salesman call 
on me (. 
NAME__ 


ADDRESS_ 


io; ) —— 2 S| Sane eY 


Other Rutzke products are: WIND-O-SEAL combination weatherstrip & 





sash balance; WEATHER-SEAL weatherstripping for doors and windows 


SOUTHERN BUILDING SUPPLIES 





FOR OVER 4Q YEARS 


() [ () N FE VITRIFIED CLAY SPECIALTIES 
REFRACTORIES..... BRICK 
CLAY PIPE'S A MUST —IT NEVER RUSTS 


Pa at 


On inalaee se 
"After 40 Years" 


Now available. OCONEE's "After 40 Years" anniver- 
sary booklet tells you about OCONEE Clay Products 
and OCONEE service. Ask for your copy. LET'S GET 
ACQUAINTED. 


And when you think of vitrified clay, think OCONEE. 
Write OCONEE. Phone OCONEE. Consolidate your 
orders with OCONEE. It pays. 


Vitrified clay sewer pipe — fittings — refractory flue 
lining—fire clay—wall coping—structural tile—flash- 
ing block—fire brick—face brick. Stock these items. 
Sell them. Use them. 


OCONEE 


CLAY PRODUCTS COMPANY 


MILLEDGEVILLE 
GEORGIA 


GLLNVE 
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ENGEL 


HoLLow-corne 7” poors 


have patented INSULOK CORES 
entra gluing surkace 





Menger patented Insulok Core—special inter- 
locking grid construction—+g” surface width (on 
114” centers)—permits a stronger bond between 
core and faces... greater dimensional stability ... 


a lighter, more durable and trouble-free door. 


Mengel Flush Doors also provide many other ad- 
vantages. They are designed and built to the high- 
est standards of quality for extra durability, extra 
eye-appeal. Get all the facts. Write today for our 
new full-color descriptive A.I.A. catalog, includ- 


ing specifications. 


Plywood Division, THE MENGEL COMPANY. oacsudlle 1, Kentucky 
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Operator 4700, for wood 
casements, is unique in 


several respects. It is not 
handed, and may be used 
interchangeably on_ right- 
) 
and left-hand windows. Its 
worm and gear construction, 


with a one-piece gear of 


solid bronze, will withstand 
a lifetime of twists and 
turns. The handle—8 inches 


long—is removable. 


Operator 4700 functions 
without disturbing the 
screen and is a handsome 
bronze lacquer finished in- 
terior fixture. Its heavy brass 
channel guide, anchored at 
three points, will not bend 


or bind. 


Operator 4700 is a cinch 
to install too. 7 screws — 


that’s all! 


H. S. GETTY) & Co., Inc. 


3348 NORTH 10TH STREET © PHILADELPHIA 40, PA. 





GETTY OPERATORS ARE USED ON MORE CASEMENT WINDOWS THAN ALL OTHER OPERATORS COMBINED. 
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HEAVY-DUTY REVERSIBLE 
CASEMENT OPERATOR 4700 


AUTOMATIC CLOSER 4649 
Pulls top of outswinging wood 
sash snugly against the frame. 
It prevents warping, assures 
all-around tight contact. Easily 
installed—4 screws; no mor- 
tising required. 


EXTENSION HINGE 2529 
By means of flange type leaf it 
provides a firm corner support 
of the sash. By providing 
a 4” sash clearance, it assures 
maximum ventilation and 
permits cleaning of the outside 
casement from inside the room. 
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BUILDING SUPPLIES 


Address Mall to Editorial and Business Offices 
806 Peachtree St., N.E., Atlanta 5, Ga. 
DONALD L. MOORE, Editor 
HELEN MATTHEWS, Assistant Editor 
T. W. McALLISTER, Editorial Director 
BARON CREAGER, Southwestern Editor 
1305 National City Building, Dallas 1, Tex. RAndolph 7673 


FRANK P. BELL C. M. GRAY J. A. MOODY 
Business Manager Asst. Bus. Manager Production Manage: 





This Month's Main Features 


Woman Dealer Retails Lumber by Mail 
Laminated Aluminum Foil Cuts Insulation Costs 
Courting the Contractors for Big Volume 
Rolling Millwork Shop Saves Three Ways 
Rental Equipment Brings in $15,000 Profits 
Code Changes that Would Cut Housing Costs 
Modern Window Fans Draw in “Cool Cash” 
Skinner Mixes Orchids with 2x4s! 


Classified Reading Matter 


Washington News of the Month 
Federal Controls that May Affect You 
News of the Month of the Industry 
Lumber Outlook and Supply Situation 
Association Activities to Note 

Product Parade of the Month 

Helpful Literature—Mostly Free 





Copyright, 1951, W. R. C. Smith Publishing Co., Atlanta, Ge. 


Published monthly and mailed without charge to the wholesale and 
retail lumber and building material dealers in the 18 Southern and 
Southwestern states and the District of Columbia. To all others 
there is a subscription price of 25 cents per copy or $2.00 per year. 


CONTROLLED CIRCULATION AUDIT 
NATIONAL BUSINESS PUBLICATIONS 


Business Representatives 
BOSTON: J. D. Parsons, 185 Jerusalem Road, Cohasset, Mass. 
CHICAGO: Charles E. Smith, 333 North Michigan Avenue. Tel. 
Central 6-4131. 
CLEVELAND: W. G. Sheehan, 2516 Gasser Blva., Rocky River 
Station, Cleveland 16, Ohio. Tel. Edison 1-0856. 
GASTONIA, N. C.: W. C. Rutland, P. O. Box 102, Tel. 7995. 
LOS ANGELES: L. B. Chappell, Auditorium Building, Tel. Michi- 
gan 9849. 
NEW YORK: Gerard Teasdale, 78 Manhattan Ave., New York 25, 


Tel. University 4-2087 


Published Monthly by 
W. R. C. SMITH PUBLISHING COMPANY 
Atlanta and Dalton, Georgia 


Publishers Also of 
TEXTILE INDUSTRIES ELECTRICAL SovuTH 


SouTHERN Hargpwaks 
SOUTHERN Powrr & INDUSTRY 


SOUTHERN AUTOMOTIVE JOURNAL 


W. J. Rooke, President; Ricnuargp P. Situ, Ezecutive Vice-Presi- 

dent; T. W. McCALLIsTEeR, First Vice-President; E. W. O'BRIEN, 

Vice-President; A. E. C. SmitH, Vice-President ; O. A. SHARPLESS 
Treasurer; A. F. Ronegts, Secretary. 
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YOU'RE PASSING UP 
EXTRA PROFITS 


if you aren’t selling Hunter Attic Fans 


Demonstration Display for Dealers 


EASY TO SELL 


Building material dealers are making extra profits by sell- 
ing Hunter’s new Package Attic Fans. Every home builder, 
every home owner is a prospect. One installation sells 
many others. These modern fans give efficient home cool- 
ing at lost cost, and are being used in homes in all price 
ranges. Quiet, powerful, dependable. 


EASY TO INSTALL 

A big reason for the popularity of Hunter Package Fans 
is their simple and inexpensive installation. Fan, motor 
and suction box are all in one unit that requires only a 
ceiling opening in hallway and less than 18” clearance in 
the attic. Four models, from 4750 to 9700 CFM, to fit 
any home and any climate. Ratings certified. 


Write for cata 
HUNTER FAN AND VENTILATING CO. 
394 S$. Front St., Memphis 2, Tenn. 


“yy » 


HUNTER 
SINCE 1886 


Vackage Ulie Cane 
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BUCKSKIN READY BEND DUO-TONE PERFECT-O-CELL 

1/10” pebbled wallboard es- — 2-color 3/16” wallboard in6 3/16” pebbled wallboard with 

pecially useful in display work. _— different color combinati extra sizing on both sides. g . 

4’ x 8 panels . . . 20 pieces 2 Rich, cream color. 48” wide... 48” wide... standard lengths 

per bundle. 12 ft. long. 12 pieces per standard lengths 6 to 12 ft. 6 to 12 ft. Bundles of 10. 
bundle. 


Which of these Fast-Selling 
PLASTERGON WALLBOARDS 


will your next customer want? 





ECONOMY 

A let of value at low cost. 
Smooth finish both sides. 4 ply 
3/16” ...48” wide...6 to 
12 ft. long...12 panels per 
bundle. 





SS oe 


NS 


EBONY BUDGETAIRE LOCKAIRE 

VY," asphalted underlay board. 5/16” insulating board. Lico- 1%” insulating board. Licorice 1%” and 25/32” Asphaitie 
30” x 48” (100 sq. ft. per rice root fibers. Factory painted _—root fibers for greater strength. board. 48” wide... 7 to 12 
bundle). Also standard panels one side. 48” wide. ..6 to Factory painted one side. 48” _—ft. long... . Also v-foint panels 
48” wide, 4 to 12 ft. long. 12 ft. long... Bundles of 10. wide...6to12ft.long... 2'x8’. 25/32 building boards. 





Be prepared for any customer requirement with 
the most complete wallboard line available today 


Plastergon furnishes and you can sell boards of all types 


PLA TERGON . . . pebbled, 2-colored, insulating alphalic, 
underlay, and plain finish. 


Plastergon furnishes at least one board in each of the 


I] following thicknesses . . . 1/10”, 14%”, 3/16”, 1/,", 
r | Oarxr Ss 5/16”, 14”, and 25/32”. 


Plastergon furnishes boards in a wide variety of sheet 
sizes .. . and in planks and ceiling tile as well. 
THE PLASTERGON WALLBOARD COMPANY Yes, Plastergon has the most complete line to help 
P. O. Box 40, Station B, Buffalo, N. Y. you meet all of your customers’ needs. Write or 
phone today for full details. 
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By T. Ww. M. 


ALL MERCHANDISERS of con- 
sumer durable goods will no doubt 
heave a sigh of profound relief as 
they learn of a recent decision 
made by the Office of Price 
Stabilization to relieve the trou- 
bled situation under price control. 

This momentous decision is re- 
flected in the issuance of a formal 
regulation — General Overriding 
Regulation 5—which exempts cer- 
tain consumer durable goods from 
any ceiling price regulations im- 
posed by the OPS. What are the 
commodities thus affected? Sphyg- 
mo-oscillometers. (In the language 
of the layman, these are devices 
for measuring blood pressure.) 

The reason for this action is not 
too clear. But it seems logical to 
believe that since OPS came into 
the picture there has been such a 
tremendous increase in the de- 
mand for sphygmo-oscillometers 
that it now seems inadvisable to 
try to control their prices. 

Then in the same mail which 
brought this weighty announce- 
ment, along with copies of many 
new OPS regulations, interpreta- 
tions and news releases, there was 
another noteworthy item. It related 
to the first meeting in Washington 
of the Feather and Down Industry 
Advisory Committee. 

The eleven members of this in- 
dustry committee are widely scat- 
tered—in such cities as Brooklyn, 
Chicago, St, Louis, and San Fran- 
cisco. Yet in response to a patriotic 
impulse to aid in the defense ef- 
fort, they hastened to Washington 
for a conference of such great na- 
tional concern that it was attended 
by three government economists 
and a legal adviser, in addition to 
five OPS officials. 

As explained in a two-page OPS 
news release relating to this mo- 
mentous conference, the industry 
committee “seeks a clear-cut of- 
ficial ruling as to whether or not 
water-fowl feathers and down are 
considered an agricultural product. 
Some members stated they under- 
stand that lawn-fowl feathers and 
down, such as chicken and turkey 
feathers, are considered an agri- 
cultural product, but that water- 
fowl feathers, such as duck and 
goose feathers, are not.” 


—————> 
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Apparently the troubled mem- 
bers of the Feather and Down In- 
dustry Committee had to wend 
their respective ways homeward 
without the desired clear-cut de- 
cision on this weighty problem 
But we understand it will be the 
subject of later conferences among 
government economists and legal 
advisers, who will thus make 
valiant efforts to earn their respec- 
tive portions of our increased 1951 
tax dollar. 

In the same bulky mailing of 
OPS regulations and news releases 
received the day this is written, we 
note another breath-taking an- 
nouncement headed in caps, FOR 
IMMEDIATE RELEASE. It relates 
to the solemn assembly in Wash- 
ington of the members of the Rub- 
ber Sundries Industry Advisory 
Committee, who gathered there to 
contribute their bit in the present 
national emergency, 

Among the important items on 
the agenda of the meeting of this 
industry committee with six OPS 
officials was the problem of 
whether baby pants should be cov- 
ered by the general regulation re- 
lating to rubber sundries. It was 
pointed out, says the news release, 
that perhaps this product might 
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logically be classified as clothing. 
But, “recommendations were with- 
held pending further study,” says 
the government report. 

After all, how could we expect 
our conscientious and underpaid 
public servants to decide such a 
momentous question in a confer- 
ence limited to a few brief hours? 

Then we note convincing evi- 
dence of a sympathetic under- 
standing of businessmen’s prob- 
lems on the part of the OPS high 
command, in the news that the ef- 
fective date of Ceiling Price Regu- 
lation 7 has been postponed still 
another 30 days. 

For the benefit of any who may 
not recall just what No. 7 is, we 
hasten to explain that this is the 
simple little regulation covering 
much of the “soft goods” lines sold 
by department and clothing stores 
—but which in early April was 
expanded to cover some “hard 
goods” lines also, such as luggage 
and sporting goods. 

“It is of utmost importance that 
price regulations covering retail 
sales be clear, enforceable, and ef- 
fective,” says Regulation 7 in its 
introductory paragraphs. “For 
most firms are small, and need a 

(See 0.P.S. DAY page 76) 
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WEATHER WINDOW 
STRIPPED UNITS 


Attention to detail may be time consuming and tiring 
— but — VERY IMPORTANT. Careful checking of de- 
tails has KEPT Thrif-T the smoothest working Window 
Unit — and the most practical. 

Thrif-T Factory Fitted Weatherstripped Window Units 
' are TIME TESTED. Sell these TIME TESTED Window 
Units — the units that have PROVEN their worth through 
years of satisfactory service. 


OK 


@ WINDOW FITS FRAME in 


EASY and FAST ASSEMBLY GOOD WEATHER and BAD 


(NO SAWING OR PLANING) 


| @ WIDE BLIND STOPS offer oS ee 


— this, plus SUPERIOR BAL- 
ADDED STRENGTH ond MAKE 
FRAME EASIER to SQUARE in ANCES, MAKES Thrif-T the 
WALL EASIEST of ALL WINDOWS to 


: OPERATE 
| @ ONLY TWELVE MINUTES to 
_ INSTALL WINDOW @ TREATED for LONG LIFE 


Justall xn Twelve Winutes 
| NO SAWING OR PLANING — They Fit 


Thrif-T 
oem 


PICTURE 
WINDOW 
UNITS 


CASEMENTS 
4 LT. or 8 ee 


@ Casements at side provide FULL ventila- @ Unit comes complete — screens are in- 
cluded, even the stool and apron are Thrif-T 
included. No hardware to buy. + 


tion and blend perfectly with any type 
of double hung window. 


@ Casements come assembled— 
hardware installed—assembly can 
be completed in one half hour. 


@ Treated for long service life. 


@ Fits any type wali—frame, brick a DANAAKANGN 

. — veneer or masonary. Phas ~ — 
i ith rmo- r lazing wi jou- 
er a hae r ble Strength, Crystal 
Sheet or Plain Plate 


pane or Twindow Glass 


and Bad —~a Thrif-T WINDOW 


FITS a Thrif-T FRAME 


Ca OM 2 Ye Because they are precision made to 
Operate under ALL weather conditions 


& Top rails and end of stiles are grooved 
to fit head weatherstrip. 


Stiles are made to fit rib of weatherstrip. 
WINDOW SLIDES ON METAL — 
NO DRAGGING OVER PAINTED 
SURFACES. 


2) 
& Check rail weatherstrip is specially de- 
© 
e 


signed — TROUBLE FREE. Note—check 
rail is cut at factory for proper clearance 
of parting stop. 

Bottom rail and ends of stiles are made 
for ribbed type sill strip. This, too, is 
trouble free, 


Thrif-T's power plant raises and lowers 
the windows for you —no tugging — no 
heavy lifting or straining—a child can 
operate. 


BALANCES CHECK RAIL 


OTHER Thrif-T 
WOODWORK for the HOME % 
0 Cc 
4 
| 
wa) 
MT. VERNON 
MANTELS 


Thrif-T WINDOW 
& DOOR TRIM 


Thrif-T PICTURE 
WINDOW UNITS Thrif-T TWIN 
CASEMENT UNITS 
e e 
Thrif-T BAY Thrif-T TWIN 
KITCHEN 
WINDOW UNIT co aSEMENT UNITS . 


e ° E-Z-UP OVERHEAD 
SRE GARAGE DOOR UNIT 
Thrif-T oie} 
wiht. ENTRANCE FRAME ° 
> Thrif-T DISAP- 


e "10 in 1" PEARING STAIRS 
ENTRANCE FRAME e 


Thrif-T 
No. 1332 TELEPHONE SHELF 
ATTIC LOUVRE 
e 
No. 960-8 CORNER CHINA CASE 
& o * 


WRITE for 
NAME OF YOUR NEAREST JOBBER 


Distributed through the Leading Millwork Jobbers to the Retail Lumber Dealer. 


Reach & Musser Co. 


PLANT and OFFICES e 
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MUSCATINE, IOWA 
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She Retails Lumber BY | 


IN 1948 a glib, Fort Worth, Texas, 
salesman talked a reluctant Mrs. 
Roy D. Martin—then only two 
years a widow—into signing a 
check for $250. The check was for 
a subscription to a nationally-used 
construction reporting service. 

But the salesman and the check 
were hardly out of sight before 
Mrs. Martin regretted the invest- 
ment and marked it down as bad. 
For a woman could not get around 
the state, making contacts and sell- 
ing lumber for the Roy D. Martin 
Lumber Company the way Roy 
Martin had done. From that view- 
point, she figured the $250 had 
been wasted. 

This disturbed her constantly. 
With her fingers crossed, she had 
spent $250. Now she realized she 
could not make use of a man’s 
service, in a man’s world, in a 
man’s way, This thought plagued 
her for weeks as she groped for 
means of getting something out of 
that investment. 

Then she had an inspiration to 
experiment with an idea to which 
she added a daring touch a man 
probably would not have thought 
of. She composed two letters. 

One was to go to bidders on 
contracts. 

The other was to go to successful 
bidders. 

Each letter was short and to the 
point, and at the bottom of each 
was a detachable form the con- 
tractor could use easily to request 
quotations. 


By BARON CREAGER 


But perhaps it was the feminine 
touch that produced the click so 
necessary to a successful idea. The 
letter to bidders was on pink paper 
mailed in a green envelope. But the 
letter to successful bidders was on 
green paper, traveling in a pink 
envelope, 

“Those letters,” Mrs. Martin 
says now, “have sold millions of 
feet of lumber for us.” 

Both letters list the firm’s name 
and telephone number and the 
night phone numbers of the owner 
and manager. They emphasize the 
firm’s good delivery equipment, 
two yard locations, strong mill 
connections, and good prices. And 
both letters assure prompt handl- 
ing and great appreciation of in- 
quiries. 

“Many contractors don’t wait 
to write after getting one of our 





SOUTHERN BUILDING SUPPLIES for JUNE, 1951 


ey 

Mrs. Roy D. Martin, of Fort Worth, uses letters 

to land big orders of lumber from contractors. 

She also does a lot of homebuilding through her 

two-yard firm. Above, she handles a “mail 
order” by telephone. 


invitations. They telephone, and 
we get such calls every day. 

“We sell lumber to contractors 
all over the state of Texas through 
those letters—much of which lum- 
ber we seldom see. We make it a 
point to give extra good service on 
deliveries, we make the price right, 
and we try to make sure we have 
satisfied customers, 

“Those letters are keeping three 
trucks busy all the time on de- 
liveries to contractors. So I have 
my $250 back, multiplied many 
times! Yet even as I handed over 
that check it looked like a very 
poor investment.” 

At least two-thirds of the volume 
of the Roy D. Martin Lumber Com- 
pany is to contractors, but Mrs. 
Martin builds houses, too. Last 
year she built 60. This year she ex- 

(See SELLS BY MAIL page 81) 
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AVERAGE JANUARY 
TEMPERATURE 35°F 


THE GYPSUM industry's latest 
answer to the homebuilder’s prob- 
lem of “how to do a good job 
faster and more economically” is 
aluminum foil laminated to gyp- 
sum lath or wallboard. 

Aluminum-foil-backed gypsum 
products offer the homebuilder 
four advantages: (1) prefabricated 
materials to cut labor costs, (2) in- 
sulation, (3) vapor barrier, and (4) 
fire-resistance. 

The cost of foil insulation on 
gypsum products, according to. the 
Gypsum Association, is less than 
two cents a square foot installed. 
Yet on horizontal surfaces, the in- 
sulating value of gypsum-foil 
products is equal in summertime 
insulating value to more than two- 
inch thicknesses of fiber insulating 
board, or 134 inches of mineral 
wool. 

This product’s insulating value 
equals that of any one of these 
materials: one inch of yellow pine, 
six inches of common brick, 10 
inches of face brick, and 15 inches 
of concrete. 

Foil as an insulation in homes is 
usually installed in one of four 
ways: 

1. With foil applied for the 
builder on the back of gypsum lath 
and wallboard. 

2. In blanket rolls of multiple 
layers of foil cut to length and ap- 
plied by mechanic on the job. 

3. With foil applied to mass-type 
insulation, such as rock wool, cot- 
ton, glass wool. 

4. With foil laminated to a kraft 
paper which is nailed to the studs. 

The importance of good insula- 
tion as a selling point for new 
homes is increasing month by 
month, 

There is no application cost for 
insulation and vapor barrier when 
lath or wallboard backed with 
aluminum foil is installed in the 
home. Insulating gypsum lath is 
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nailed to the studs so that the in- 
sulation and barrier go up at the 
same time. 

For years, many builders—as- 
suming that conduction and con- 
vection alone were responsible for 
the movement of heat in and out 
of the home—used insulating ma- 
terials that had the ability to con- 
trol the transfer of heat in these 
two ways. Now tests prove that 
much of the heat movement in and 
cut of the home results from radia- 
tion and that cellular type in- 
sulating materials do little to stop 
this kind of heat in winter or sum- 
mer. This means that an insulating 
material which serves as an actual 
barrier to heat rays is necessary. 

Aluminum foil, other tests re- 
veal, reflects about 95 per cent o7 
heat rays that strike its surface. 

The Air Force found that crash- 


entry suits made from aluminum 
foil weuld allow rescue crews to 
work in exterior temperatures that 
approached 2,000 F.! 

Shipbuilders discovered that 
aluminum foil insulation confined 
the excessive heat of giant boilers 
to the engine room. Because of its 
high insulating efficiency, fire pro- 
tection, and light weight, alumi- 
num foil is used to insulate below 
the flight decks of many of the 
United States Navy’s giant aircraft 
carriers, 

Aluminum’s qualities make it an 
excellent home insulation. Alumi- 
num is thin, flexible, clean, highly 
resistant to corrosion, vermin 
proof, and can be used through a 
wide temperature range. 

Most homebuyers today know 
that insulation against heat losses 
in winter and against summer sun 
is not enough. The changes in 
homes brought about by tighter 
construction and insulation against 
heat and cold, also brought with 
them the problem of proper con- 
trol of vapor migration within the 
structure. 

Adequate vapor barriers are es- 
sential for sufficient insulation. 
Since aluminum is not penetrated 
by water—and is almost impervi- 
ous to water vapor—it acts as an 
ideal barrier. 

If the home is improperly in- 
sulated, the dew-point—tempera- 
ture at which condensation takes 
place—is moved inside the struc- 
ture of the house, usually some- 

(See CUTS INSULATION page 86) 


When aluminum foil is laminated to gypsum board, the ceiling or wall 
and the insulation go up at the same time. This cuts labor costs in half 
and shortens construction time, as seen above. In the map shown in red 
at top of page, the heavy line indicates the “January isotherm”—below 
which the average January temperature is 35 degrees F. Scientists once 
recommended vapor barriers for homes north and east of this line; but 
now they say vapor barriers are necessary anywhere that temperatures 
drop below zero. 
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COURTING the CONTRACTORS 


K. T. Riley, right, president and part own- 
er of the Riley-Stuart Supply Company in 
Mobile, Ala., keeps close tab on the amount 
bought by each contractor-customer dur- 
ing the month. If sales to any such buyer 
drop, he and his salesmen find out why. 


“THIS contractor’s purchases from 
us have dropped considerably dur- 
ing the last month,”’ remarked K. 
T. Riley to one of his outside sales- 
men. As president and part owner 
of the Riley-Stuart Supply Com- 
pany in Mobile, Alabama, Riley 
had called this salesman into his 
office to discuss the situation be- 
cause the contractor was the sales- 
man’s customer. 

Since sales to contractors are re- 
sponsible for about 70 per cent of 
this young firm’s volume of busi- 
ness, Riley finds it profitable to 
keep close check on the amount 
that each such regular customer 
buys. 

Each outside salesman has his 
“list” of regular contractor cus- 
tomers. “Whenever our records 
show that a salesman’s customer is 
buying considerably less than 
usual, that salesman and I en- 
deavor to learn why,” Riley com- 
mented. “Sometimes the contrac- 
tor’s business is off, too, but occa- 
sionally we find that our friend- 
ship needs renewing.” 

Seven men in the Riley-Stuart 
organization sell materials on the 
outside. These include J. W. Erich- 
sen, J. R. McFadden, Irvin Rentz, 
W. G. Rentz, W. R. Stuart, Jr., Tom 
L. McDonald—and Riley, himself. 

At least three of these are out 
calling on contractors and other 
prospects all the time. 

Credit for any sale made to a 
contractor goes to the salesman 
whose job it is to call on him fre- 
quently. 

Since these salesmen are busy 
all the time and their customers 
may phone in orders, Riley keeps 
them posted on their various ac- 
counts. A list of all accounts is 
kept in a record book and a re- 
port is made on each salesman’s 
activities during the month. 

In addition to his fixed salary, 
each salesman is paid a bonus on 
his sales and what the manage- 
ment feels is his contribution to 
the company’s progress, Bringing 
in a new regular customer is con- 
sidered a big contribution. 

“Friendly personal contacts are 


our best method of increasing busi- 
ness with contractors and build- 
ers,’ Riley asserted. “We _ fre- 
quently discuss our various experi- 
ences and problems concerning 
these customers at our weekly 
sales meetings.” This firm’s per- 
sonnel are free to bring up any 
problem or complaint at these in- 
formal gatherings held in the eve- 
ning. 

Frequently a building material 
manufacturer’s representative who 
is in town for the day of the meet- 
ing is persuaded to attend and join 
in discussions or give helpful mer- 
chandising tips about his products. 

Builders who are not regular 
Riley-Stuart customers are visited 
now and then by a salesman. The 
idea behind these visits is merely 
to remind them of Riley-Stuart’s 
friendliness and to invite them into 


the store to see the full stock. 

“We realize that some builders 
consistently buy from our com- 
petitors for the same reasons that 
many customers buy only from 
us,” said Riley. “But we still want 
their good-will—someday it might 
pay off.” 

When a builder’s or contractor’s 
account is much overdue, the sales- 
man whose list he’s on is again 
called in. The salesman may be 
asked to drop by this customer's 
office for a friendly chat to deter- 
mine the cause of his delay in 
making payment. In some _in- 
stances, President Riley, himself, 
may send out a friendly letter to 
the person involved. 

But, from past experience, he 
finds it safer to have the book- 
keeper’s signature on credit letters. 
“They may get mad at the book- 


About a year ago the Riley-Stuart firm moved from the busier part of 
town to a location that is more convenient for its contractor-customers. 


Casual entertaining of contractors, 


the firm’s principal buyers, has 


proved profitable for this Mobile dealer. 
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keeper and still like our organiza- 
tion as a whole,” Riley remarked, 
“but if I make them mad, we've 
probably lost their business.” 

Although contractors are ex- 
tremely busy during the day, Ri- 
ley-Stuart salesmen are encour- 
aged to take them to lunch, have 
morning coffee with them, or oth- 
erwise entertain them on a small 
scale. Small expenses incurred in 
this manner are readily approved 
each week by company officers. 

In the past, Riley has entertained 
local builders, contractors of all 
types, architects, and others in the 
industry at Christmas parties, He 
also sends fruit cakes at Christ- 
mas to his better customers. 

Last fall the company gave away 
about $200 worth of tickets to one 
of the major varsity football games 
played in Ladd Stadium. 

Riley soon hopes to be able to 
extend hospitality to his contrac- 
tor friends even from his home. He 
and his wife are building a new 
home that, as a side function, will 
show off Riley-Stuart materials to 
all who gather around the outdoor 
barbecue grill for informal enter- 
tainment. 

The company is owned jointly 
by Riley, W. R. Stuart, and W. G. 
Rentz. Stuart is vice-president and 
treasurer and Rentz is vice-presi- 
dent and secretary. Riley opened 
the store six years ago before Rentz 
joined the firm and while Stuart 
was still on active military duty. 

About a year ago, the company 
moved out from the busier part 
of town to a location more con- 
venient for builders in suburban 
areas. Plenty of parking space is 
now available. 

“We felt we should put so much 
emphasis on ‘courting’ contractors 
because we were comparatively 
new in the business and had great- 
er competition,” Riley declared. 
“Our policy has been ‘to sell 
through friendly service’—we 
don’t go in for price cutting.” 


Adopts Formulations 
for Fire-Retardants 


Four fire-retardant formulations 
were adopted as standards of the 
American Wood Preservers As- 
sociation at the recent annual 
meeting in Chicago, IIl., attended 
by more than 900 guests and mem- 
bers, This was an attendance 
record, according to Fred W 
Gottschalk, technical director of 
the American Lumber and Treat- 
ing Company, who chaired the 
conference as retiring president 
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Rolling Millwork Shop Saves 3 Ways 


SOMETHING NEW is attracting 
attention and making construction 
history in the Lone Star state these 
days! As shown in this Dallas 
Morning News photograph, R. E. 
McCaskill, at left, combines two 
homebuilding operations into one 
—and saves in three ways—with 
this millwork-shop-on-wheels. 

A former millwork shop crafts- 
man, McCaskill contrived the idea 
cf compactly combining the power 
tools and equipment required for 
most homebuilding millwork into 
a trailer shop like this one. He had 
a Harlingen iron works to build it 
for him last October. 

The 24x7-foot flat-bed trailer 
has mounted on it 10 stationary 
power tools. Fifteen portable tools 
in steel lockers around the base 
make the whole outfit cost some 
$11,000. 

Recently, McCaskill and his crew 
have been working on a 15-house 
project on Beechwood Lane in 


Dallas, On a contractor’s project in 
Brownsville, McCaskill completed 
the inside finish on 44 houses in 
12 days! 

He explains the function of the 
millwork trailer shop this way: 
“By doing the millwork at the job 
site, my crew can check measure- 
ments at all times and be sure the 
cabinet, door, or other woodwork 
fits exactly into the space set aside 
for it. This results in savings in 
materials, in installation time, and 
in the cost of carefully hauling 
millwork from plant to the job.” 

On the bed of the trailer, Mc- 
Caskill has a jointer, tilting table 
and tilting arbor saws, band saw, 
Grill press, planer, disc sander, 
shaper, swinging cut-off saw, and 
router. 

Eighteen men can work around 
the trailer at a time, cutting and 
assembling components for cabi- 
nets, mantels, door jambs, built-in 
furniture, and other woodwork. 





The new AWPA fire-retardant 
formulations are pyresote, mina- 
lith, chromated zinc chloride, and 
chromated zinc chloride (FR). All 
four have been tested by the 
Underwriters Laboratories and 
given specific ratings. 

Both Douglas fir and Southern 
pine were used in making the 
tests. Although the building codes 
vary throughout the nation, wood 
which has been pressure-treated 
with any one of these fire-retard- 
ants will meet code requirements. 
Reports indicated an _ increasing 
use of pressure-treated materials 
on farms. Grain storage bins, 
poultry and livestock shelters, and 
pole-frame barns are developing 
as excellent markets for treated 
wood, the committee reported. 


During 1950, more than 16,000,000 
preservatively-treated fence posts 
were sold in the nation. 

Wood preservation _ statistics, 
prepared by Henry B. Steer, Forest 
Service, U. S. Department of Agri- 
culture, indicated a decrease in the 
amount of liquid preservatives 
used to treat forest products and 
an increase in solid or salt pre- 
servatives used in 1950. 

New AWPA officers elected for 
1951-52 are W. R. Yeager, Western 
Electric Company, New York, 
president; R. H. Bescher, Koppers 
Company, Orrville, Ohio, first vice 
president; P. D. Brentlinger, Penn- 
sylvania Railroad, Philadelphia, 
second vice-president; W. A. Pen- 
rose, Washington, secretary-treas- 
urer. 
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Over 100 tools 
are available for 
rent at the Mee- 
nehan store in 
Washington, D. 
C. Each cus- 
tomer is given 
careful instruc- 
tion on use of 
equipment. Man- 
ager Hart of the 
tool rental de- 
partment ex- 
plains the clutch 
mechanism of a 
gasoline saw. 


RENTAL EQUIPMENT 


brings in $15.000 profits a year 


BUILDING MATERIAL dealers 
who merely “dabble” in the tool 
rental market are missing good 
business, according to John Hart, 
head of the rental department at 
Meenehan’s. 

Since the end of the war, when 
it became possible to buy large 
quantities of rental equipment, 
this Washington, D. C., building 
materials dealership has averaged 
just under $15,000 a year in clear 
profits from rentals. And in con- 
nection with renting these tools, 
the firm has sold _ additional 
thousands of dollars worth of sup- 
plies to complete the job. 

Primarily, the company stresses 
the fact that “any equipment you 
can buy elsewhere, you can rent 
at Meenehan’s.” 

Included in the items available 
are block and tackles, drop cloths 
dustless sanders, lawn _ rollers, 
painters’ planks, stepladders, ex- 
tension ladders, caulking guns, 
blow torches, hand drills of all 
sizes, floor waxers, paint sprayers, 
electric saws, polishers, belt sand- 
ers, edgers, gasoline chain saws, 
circular saws, plus the usual list 
of asphalt siding cutters, mixers, 


Even women are among Meenehan’s 

tool rental customers! At right, Hart 

explains the use of a jitter-type sand- 

er to a customer. Each renter is 

given literature for reference. A 

serviceman is available at all times 
in case the customer needs help. 


and many tools for garden use 

An entirely separate department 
is set aside at Meenehan’s to dis- 
play the 110 pieces of equipment 
that make up the rental stock. 
Precise bookkeeping determines 
the turnover on all equipment and 
includes a separate record of the 
number of days the piece is used, 
repair costs involved, and profits 
made. 

By making a complete set of 
figures on each piece, Hart de- 
termines the date at which the 
machine has paid for itself, when 
it has exhausted its maximum top 
earning life, and when it should be 
sold off as used equipment. 

“Most customers get a kick out 
of doing a job themselves and a 


HARDWARE 


WE RENT 
FLOOR 
SANDERS 


SOUTHERN BUILDING SUPPLIES for JUNE, 1951 


satisfaction from 
saving Hart asserted. 
“For example, a man can rent a 
gasoline chain saw for $15 and not 
only fell a tree but cut up the 
trunk into logs to burn, The same 
job done by a professional land- 
scaper would cost him from $65 
to $100.” 

Meenehan’s has a great con- 
fidence in the amateur’s ability to 
pick up details of operations of 
power equipment they 
firms hesitate to rent 
$300 chain saws of the 24-inch, 
one-man type; Meenehan’s places 
one in the hands of inexperienced 
customers for a deposit of $20. 

A $10 deposit is required for a 
$400 $10 for a $159.50 


feeling of 
money,” 


great 


nearly any 
rent. Some 


sander 
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power mower, $20 for a $290.50 
outboard motor. Some _ deposits 
range as low as $3 for something 
like a blow torch. 

All rentals are made on a 24- 
hour basis. Week-end rentals are 
heavy in Washington, where so 
many businesses are closed on 
Saturdays. But rates do not change 
for the week-end. 

A mechanic is always on duty 
at the store over the week-end to 
drive out to adjust or repair rental 
equipment in the event that the 
home-owner has trouble with it. 
Of course, no machine is sent out 
until it is in tip-top shape, ready 
for the job, But if damage is done 
to the machine, or if a customer 
forgets instructions on how to use 
it, he can call a serviceman who 
will get there ‘at speed limit” to 
help him. 

Each renter 
stand that he is 
age he causes to 
Most people who 
and damage them 
enough to admit their 


is made to under- 
liable for dam- 
any machine. 
rent machines 
are honest 
own care- 


lessness and make amends. But 
in each case, damaged equipment 
is returned to the factory when 
necessary for repairing and the 
factory’s judgment on the cause 
of the damage decides who pays 
the bill. If the customer is at fault, 
he is sent the factory bill and 
given the advantage of the 20- to 
30-per-cent discount allowed to 
Meenehan’s. 

A customer who cuts the wire 
to a piece of equipment is charged 
$1 for splicing it back together. 

“We also have made it a policy 
to charge 50 cents for delivery 
and pick-up each way for all 
equipment that the customer can 
not handle in his own automobile,” 
Hart said. “On unusually large 
items, we charge $1 for delivering 
them in company trucks and for 
extra handling.” 

Meenehan’s uses a simple, num- 
bered “rental lease contract,” to 
cover each transaction. It shows 
such information as the customer’s 
driver’s license number, name, ad- 
dress, address of the place where 
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N° 2805 


2004. 14TH ST., N. W. 


NAME 


MEENEHAN'S 
RENTAL LEASE 
NOrtH 6300 


O 


3241 M ST., N. W. 


LICENSE 





ADDRESS 


PHONE 





JOB ADDRESS 





EQUIPMENT 





RENTAL CHARGES PER 





DELIVERY AND PICK-UP CHARGES 





DEPOSIT 





ADDITIONAL “MATERIALS ‘OR EC EQUIPMENT 

















RETURN CREDITS 





TOTAL CHARGES 














KEEP EQUIPMENT IN SAFE PLACE WHEN NOT IN USE 





the undersigned 4 
it is i good working condition and agree 
© care of all t equipment and to 


failure. to pay the required niven need 
It is understood that the rental commences 


eee 


hereby rent and accept the above listed nr ened and acknowledge that 
to pay the stipulated rental therefor, and 


ing ow 
may take any action neces« a to ettale Possession of rentea equipment upon the leasee's 
jeposit 


of the time and date gg and ends only when 
the rented equipment is veturned. o this shop ty ‘picked up by our personnel. 














Meenehan’s rental lease serves as a record of information about the 
customer. It includes space for driver's license number for identification. 
At the bottom of the lease, the customer agrees to assume liability for 


damage he may 
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do to 


equipment. 


the equipment is to be used, 
description of the tool, charges, 
deposit, and other remarks. At the 
bottom of a contract the renter 
signs a statement that he is re- 
sponsible for the tool and liable 
for any damage done. 

When rented items are overdue 
as much as three days, the renter 
is contacted on the telephone, if 
possible, to learn the reason why. 
If he can not be reached by ’phone 
or if he continues to keep the tool, 
someone from Meenehan’s con- 
tacts him in person or starts check- 
ing for any change of address if he 
can not be found. If they hear no 
word from the renter for over a 
week, a report is made to the 
police. 

The company is as lenient as 
possible, however. In a case where 
the renter put electric hedge 
clippers in the basement and for- 
got them, he was merely charged 
$1 for the overdue period. 

Through careful maintenance, 
the firm has been able to keep its 
rental inventory up with new ma- 
chines, by regularly replacing 
older ones as they reach the “sell- 
ing off” point. The company has 
found no difficulty in disposing of 
all rental equipment. 

“Frequently after a home-owner 
has used a piece of equipment, he 
takes such a liking to it that he 
starts asking about its price and 
terms for buying it,’ Hart ex- 
plained. “Frequently he is using a 
newer piece of equipment that is 
more expensive than he would 
like. 

So we show him a less ex- 
pensive, used tool that we have 
kept in perfect working condition 
and he is happy to buy that one at 
a great saving. Any amount that 
he has paid in rent for the same 
tool is deducted from the cost of 
the tool he buys.” 

Making a success of rental op- 
erations is precisely the same 
proposition as with any other 
aspect of business—the firm must 
study the situation carefully, ex- 
tend rental operations to cover as 
many types of machines as possi- 
ble, according to Hart. 

The company’s advertising of 
this service consists merely of a 
large ad in the telephone directory 
and small insertions in the classi- 
fied section of the newspaper. But 
news of their service has gotten 
around fast by “word of mouth.” 

Signs in the show windows 
and on walls inform customers 
that “We Rent Pipe Tables,” “We 
Rent Blow Torches,” ‘We Rent 
Caulking Guns,” and many others. 


SOUTHERN BUILDING SUPPLIES for JUNE, 1951 





30 psf 
| = 
City x" Most Codes 


40 psf 


In many codes assumed floor loods ore excessive 


NAHB studies reveal ways 
to change Building Codes to 


CUT HOUSING COSTS 


Two examples of savings that 
might be effected in Structural 
Costs through code _ revision 
are depicted above by the Na- 
tional Association of Home 
Builders. At left, use of four- 
inch brickwork would save 
masonry materials and labor. 
At right, floor-loading re- 
quirements of building codes 
are graphically compared. 


By JOHN WEINHART. Chairman. NAHB Code Committee 


PRICE TAGS on new homes for 
defense workers can be lowered— 
if cities revise wasteful building 
codes. In fact, the studies of our 
Code Committee of the National 
Association of Home Builders in- 
dicate that code revisions and 
elimination of restrictive labor 
practices can save a_ substantial 
sum in home construction cost 
where obsolete codes or such prac- 
tices exist. 

For several years the NAHB has 
been carrying on a battle for more 


NAHB points out that many codes requiré service en- 
trance line to be of No. 4 wire in solid metal conduit 
from lead-in insulators to the main switch and box. The 
National Electrical Code permits wire with flexible con- 


realistic codes based on perform- 
ance. Our objectives have been to 
reduce costs by reducing waste 
and to improve the end product— 
the home—by making use of new 
materials which are presently not 
acceptable under many city build- 
ing codes. 

Important as these two objec- 
tives are, they are now subordinate 
to the need to conserve critical ma- 
terials. We no longer have a choice. 
If we want to build 850,000 homes 
in 1951, we must stretch the avail- 
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able supply of steel, copper, alum- 
inum, and other critical materials, 
as far as possible. It is a job we 
can no longer put off until to- 
morrow. 

Research by our NAHB Tech- 
nical Department, in cooperation 
with the Housing Research Divi- 
sion of the Housing and Home 
Finance Agency, has_ revealed 
numerous ways that savings might 
be made in both critical materials 
and the labor required to install 

(See BETTER CODES page 84) 


duit and 30-ampere main switch box in place of 60-amp 
size. NAHB says that a three-inch house sewer pipe is 
adequate and would save 160 pounds of vital cast iron 
in the average home. 
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ce WO ee 


Modern window fans 


also draw in 


“COOL 
CASH” 


No. 3—SELLING 
ELECTRIC FANS 


THE WINDOW FAN is the venti- 
lation choice of the “poor” man 
or the thrifty family that lives in 
a small home or apartment. 
Air-conditioning has made the 
public “cool conscious” and 
“comfort conscious.” However, 
air-conditioning units are much too 
expensive for the average home- 
owner. Therefore, the inexpensive, 


easily-installed electric Window ~ 


Fan has a lot of pull among an 
American people who are deter- 
mined to keep cool during hot 
summer days and nights. 

Through aggressive promotion 
directed to those having high pur- 
chasing power—promotion _ that 
vividly presents the benefits of 
night-cooling equipment—building 
supply dealers throughout the 


Southland are discovering that 
modern Window Fans draw in a 
plenty of “cool cash.” 

Working under the same night- 
cooling principle as the attic fan, 
the Window Fan exhausts the hot, 
stagnant, dead air—and draws 
cool, healthfully refreshing night 
air through open windows across 
the house or apartment. 

Inside temperatures begin to 
drop and, with a constantly re- 
curring fresh supply of cool air, the 
inside temperature soon becomes 
the same as the outside, or up to 
25 degrees cooler than it had been 
when the sun set. 

Properly engineered Window 
Fans have capacities ranging 
around 3,100 cubic feet of fresh air 
each minute. By comparison, a 


table model electric fan has a 
capacity of only 500 to 1,000 cubic 
feet per minute. And a table fan 
merely circulates—does not re- 
place—stagnant air. 

The three main benefits that 
night cooling fans afford and upon 
which promotion should be based 
are: 

1. Comfort, Living quarters will 
be more comfortable, therefore 
more pleasant. Sleep will come 
quickly, be more refreshing in such 
surroundings. The house will be 
cooler the next day. 

2. Health. A cool inside temper- 
ature insures against falling asleep 
hot and perspiring—and awaken- 
ing with a cold due to a sudden 
change in temperature during the 
night. Refreshing sleep means bet- 
ter health. Unhealthful drafts are 
eliminated and a complete air 
change every one or two minutes 
insures clean, fresh air. 

3. Preservation of furnishings. 
During summer months, the spread 
cf moisture is accelerated and 
causes deterioration in wall cover- 
ings and upholstery, and shortens 

(See WINDOW FANS page 82) 


How an electric window fan 
achieves its cooling effect is 
shown in the diagram at left. 
Installed in the dining room it 
exhausts the hot air from this 
dwelling. Cool outside air is 
drawn through all windows 
left open. Diagram, courtesy of 
the Viking Air Conditioning 
Corporation, Fan picture above, 
courtesy of the Air Controls 
Corporation. 
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By BARON CREAGER 


IN HOUSTON, Texas, there flour- 
ishes a hobby whose beneficiaries 
are lumbermen and building sup- 
ply dealers, members of their 
families, their employees and 
friends. 

If anyone in any of the groups 
mentioned has not yet benefitted 
from the hobby referred to, he is 
lucky, in a sense. Lucky because 
he enjoys good health and has not 
been laid low in a sick room that 
needs brightening with the color 
and scent of flowers or potted 
plants. 

Just let some member of the 
lumber profession in Houston come 
down with even a slight cold and 


Harold J. Skinner, 
above, secretary of the 
Retail Lumber Dealers 
Association of Hous- 
ton, Tex., once thought 
of selling his green- 
house, right, where he 
spends so much of his 
spare time caring for 
his rare plants and 
photographing them. 
But his wife and his 
own better judgment 
changed his mind. 





Orchids 
ano AxHf's 


—Harold Skinner mixes 
‘em with photography 


there appears Harold J, Skinner, 
secretary of the Retail Lumber 
Dealers Association. 

He brings, most likely, a flower- 
ing potted plant. There is a sub- 
stantial monetary investment in 
this plant and a greater invest- 
ment in unrecorded labor and un- 
measured patience. For the plant 
has been nourished and coaxed in 
Skinner’s own greenhouse, where 
the humidity is such as to make 
one appreciate the cooler fresh air 
outside. 

To describe Skinner it is neces- 
sary to borrow a word from the 
terminology of his hobby—he is a 
“hybrid.” For in him are crossed 
the strains of a retail lumber deal- 
er, a botanist, a photographer, and 
a horticulturist. For he is all of 
them—and a humanitarian, to 
boot! 

During business hours, Skinner 
wrestles with the problems of re- 
tail dealers of Houston. He must be 
a good wrestler, from the dealer’s 
viewpoint, for he’s been exception- 
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ally popular during the seven 
years he has held this office. 

But before the business day be- 
gins, he has spent some time in the 
glass house, which is 16 by 50 feet, 
probably giving final attention to 
some plant that is to go to a sick 
lumber dealer, And on his free 
evenings, Skinner is back in the 
middle of the heavy humidity of 
the glass house until a late hour. 

Harold Skinner can’t even make 
a good the amount of 
money he has spent on the glass 
house. He knows the house itself 
cost $2,500. He knows it is crowded 
with at least 50 varieties of plants 
and that the plants represent at 
least $1,000, retail value, but none 
are for No record has been 
kept of the dollars spent here and 
there over the years for equipment 
and material 

As a young man, in Sayre, Pa., 
Skinner worked in a greenhouse. 
From that time on, he wanted one 
of his own. And about 15 years ago 

(SEE ORCHIDS page 83) 


guess at 


sale 








Man-Handling 
Materials 


(This is the first installment of a 
series of short construction safety 
suggestions published in a 16-page 
booklet under the above title by the 
U. S. Department of Labor, Bureau 
of Apprenticeship, Washington 25, 
D. C. Single copies free from above. 
Quantities available for 10 cents 
each from the Superintendent of 
Documents, U. S. Govt. Printing Of- 
fice, Washington 25, D. C.) 


“When you handle rough or 
sharp materials, wear leather 
gloves to protect yourself. from 
cuts and scratches. Keep them in 
good condition. And don’t fool 
yourself by wearing gloves. with 
holes or tears in them. 

“Wear safety-toe shoes in case 
you drop something on them. 
Saves your toes and that’s im- 
portant in this game. Wear safety 
goggles, too, when you handle 
cement, sand, or other stuff that 
may get into your eyes. 

“You may have a lot of lifting 
to do, To keep from getting a 
strain from lifting, follow these 
rules: 

“1. Size up the load, Decide how 
you can grasp it, how heavy it is, 
and whether or not you need help 
to lift it safely. 

“2. Obtain secure footing. See 
that there is a place to put your 
feet so they will not slip or twist 
as you lift the load. 

“3. Place your feet close to the 
object to be lifted. 

“4. Bend your knees and squat 
down, keeping your back straight 
and as nearly vertical as possible. 

“5, Lift with your arm and leg 
muscles, keeping your back 
straight. 

“When you pile materials, see 
that you have a level, sturdy base. 
As you stack them, cross tie them 
by overlapping the joints. 

“Any materials piled over 4 feet 
high should taper in toward the 
center of the pile. A safe piling 
rule is that no materials should be 
piled over 7 feet high, by hand. 
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ADVERTISING NOVELTIES 


—used wisely are more 
profitable than you think! 


By J. C. CARTER, 


Manager of the Janss 
Lumber Company in 
Springfield, Missouri 


OUR COMPANY has been giving 
away advertising novelties for 
years now—yet we never fail to be 
surprised by the good results these 
“give-aways” seem to produce in 
making friends for the firm. Our 
customers really seem to have 
caught the spirit that it’s “not the 
gift but the giver that counts” and 
show their appreciation in patron- 
age. 

Here at our long-established 
yard, we have for many years op- 
erated on the principle that cus- 
tomers remember favors and re- 
ciprocate with orders. 

Usually when a customer comes 
in to make a purchase, he is hand- 
ed some small memento of the 
Janss Lumber Company. We have 
found that he is likely to carry it 
with him, use it at home, or find 
some other place to make use of it. 

Among these “knick-knack 
gifts,’ which we have distributed 
for years, are handy desk-type 
thermometers for the home; stain- 
less steel nail clippers that fold 
neatly into a small leather pocket 
case; oversized books of matches 
with the firm name printed on 
each match; tiny two-blade pocket 
knives that slip easily onto a watch 
chain or into the vest pocket; 
wooden salad fork and spoon com- 
binations for housewives; the fa- 
miliar yardstick; pocket-type lum- 
ber marking pencils, and many 
others. 

Most of our customers fall into 
at least one of three categories— 
farmers, home-owners with re- 
modeling problems, or contractors. 
For each type, we have made gift- 
giving a routine policy and have 
novelties especially suited to their 
work. 

Each year we send out about 
3,000 copies of a “farm record cal- 
endar” that makes it convenient 
for farmers to jot down notations 
about various farm _ operations 
from month to month. 


These give-away items. cost 
from five to 25 cents each, depend- 
ing upon the item and the quantity 
purchased. But we feel each has 
been worth many times that 
amount in the good-will and later 
business that they bring about. 

We keep stocks of these gifts 
neatly laid away in drawers be- 
hind the service counter, in my 
office, and at various other points 
around the store where salespeo- 
ple can readily reach them, While 
we can not afford to hand out a 
free gift to every customer who 
comes in, the chances are that any 
local resident—no matter how 
much he buys—occasionally will 
be handed a novelty bearing our 
advertising before he leaves the 
store. 

Our pocket nail clipper, with a 
small file attached for finishing up 
a clipping job, has proven one of 
the most popular items. 

We change the gift inventory 
from time to time, making a spe- 
cial effort to find universally use- 
ful items that amount to small unit 
expense but that are bound to 
please the customer. 

Lumber marking pencils that 
will write on almost any surface, 
for example, are an ideal gift for 
the carpenter, the small-scale han- 
dyman, and the contractor who 
works with large quantities of 
building materials on the job. 

Similarly, a wooden salad spoon 
and fork combination, which costs 
about 13 cents, will usually find 
its place on the family dinner ta- 
ble, particularly where farmers 
are concerned. And with our name 
imprinted on the underside of the 
handle, it helps to familiarize the 
entire family with the Janss Lum- 
ber Company. 

Even if the amount we spend 
on these gifts increases to as much 
as $50 a month—and sometimes it 
does—we believe that these small 
give-aways have been among the 
most valuable advertising we have 
used and are worth the cost. 

We know for certain that many 
customers who have _ bought 
enough building materials for an 
entire home, came to us because 
such free advertising novelties 
won their appreciation. 
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WASHINGTON 


DIFFERENCES of opinion between 
government agency administrators 
—as well as among major seg- 
ments of American economy—over 
the best way to contro] inflation 
indicate that any extension of the 
Defense Production Act by Con- 
gress will contain more limited 
powers. 

Personally good friends, De- 
fense Mobilizer Charles E. Wilson 
and Economic Stabilizer Eric 
Johnston are finding it difficult to 
agree on inflationary control pro- 
cedures. Having helped most in 
drawing organized labor back into 
the defense administration fold, 
Johnston appears more to be ef- 
fecting policy decisions. His plan 
to tie wage adjustments to the cost- 
of-living indexes, with slight in- 
crements for greater employee pro- 
ductivity and hardship cases, may 
win the green light of the Truman 
Administration. 


DUE TO MANY changes and in- 
terpretations in NPA’s Construc- 
tion Regulation M-4, the Chamber 
of Commerce of the U. S. and other 
groups have called upon the Fed- 
eral Government to clarify its poli- 
cy regarding the volume of non- 
defense construction that can be 
begun this year. 

At a four-day meeting here in 
mid-May, the Board of Directors of 
the National Association of Home 
Builders re-established a Home 
Builders Emergency Committee 
headed by President Bill Atkinson, 
of Oklahoma City, and adopted a 
program of action. 

The NAHB board declared that 
Realty Credit Regulation X, hav- 
ing served its purpose in putting 
brakes on construction, should be 
relaxed or lifted in the middle and 
lower-cost housing field for rental 
and sale housing, for both defense 
and civilian workers. 


HOLC—a strange or little known 
federal agency to the modern gen- 
eration—on May 28 closed its 
books, locked its doors, and went 


out of business as a lending and 
mortgage-holding agency of the 
government. The Home Owners 
Loan Corporation was established 
by Congress in 1933, in the depth 
of the depression, when foreclos- 
ures of home mortgages were tak- 
ing place at the rate of 1,000 a day. 

Chairman William K. Divers, of 
the Home Loan Bank Board, esti- 
mated that through the work of the 
HOLC some 800,000 home-owners 
were able to avoid loss of their 
homes through foreclosure. HOLC’s 
original capital of $200,000,000 
and bonds totaling $3,489,000,000 
have been paid off. 


A SUPREME COURT decision 
on May 21 knocked a prop out 
from under the fair-trade laws in 
45 states. Under these laws, a 
manufacturer can fix the minimum 
resale price of a product that bears 
his name, trade-mark, or brand. 


The Miller-Tydings Act exempts 
such manufacturers from anti-trust 
prosecution. What the Supreme 
Court ruled was that a manufac- 
turer must make an_ individual 
agreement with each retailer if he 
wants to control—interstate—the 
minimum resale price of products. 


NEW PRESIDENT of the U. S. 
Chamber of Commerce is Dechard 
A. Hulcy, president of the Lone 
Star Gas Company, Dallas, Texas. 
He was elected at the 39th annual 
meeting of the business organiza- 
tion in Washington last month, 
which was attended by a record 
crowd of 2,920 delegates. The 
Chamber heard outstanding gov- 
ernment, business, and education 
spokesmen appraise the problems 
of the day, and then adopted far- 
flung policy positions on each. 


TO ASSIST the development of 
modular coordination in housing 
construction by the Housing Re- 
search Division of the Housing and 
Home Finance Agency, Adminis- 
trator Raymond Foley has appoint- 
ed an industry advisory commit- 
tee. It includes Professor John E. 
Burchard, Massachusetts Institute 
of Technology; William Demarest, 
Jr., American Institute of Archi- 
tects; Carl B. Lans, National As- 
sociation of Home Builders; Knud 
Londberg-Holm, Sweet’s Catalog 
Service; William H. Scheick, Build- 
ing Research Advisory Board, and 
Robert B. Taylor, Structural Clay 
Products Research Foundation. 











“If the government doesn’t want people to spend 
their money, why don’t they set an example?” 
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PRICES. Supplementary Regula- 
tion 29 to General Ceiling Price 
Regulation provides for alleviation 
of replacement squeezes in ceiling 
prices of certain sales at retail or 
wholesale by allowing a follow- 
through on price changes by manu- 
facturers effected by the manufac- 
turers’ Ceiling Price Regulation 22 
and companion controls. 

This new order provides that you 
may recalculate ceiling prices at 
retail or wholesale by applying to 
your present net invoice cost of 
the commodity the percentage 
markup which your former GCPR 
ceiling price yielded over your 
base period cost (from December 
19, 1950, to January 25, 1951). 

In determining net invoice cost 


of commodity to which you are~ 


permitted to apply percentage 
markup, use the last invoice re- 
ceived prior to May 28. If no in- 
voice was received since one used 
to compute base period cost, then 
use first invoice you receive on or 
after May 28 representing typical 
purchase with respect to terms and 
quantity. 


REALTY CREDIT. Amendment 
5 to Credit Regulation X, effective 
May 11, requires all persons en- 
gaged in the business of extending 
real-estate credit to register with 
the nearest Federal Reserve Bank 
or FRB branch by June 30. Regis- 
tration is required on Form FR- 
269, obtained from the registration 
points. 

Covered by this ruling is any 
person who extends or has extend- 
ed real-estate credit more than 
three times during the current cal- 
endar year or the preceding calen- 
dar year, or who extends or has 
extended at least $50,000 in real- 
estate credit during that period. 


WAGES. General Regulation 11 
was adopted by the Wage Stabili- 
zation Board to adapt the 10-per- 
cent limitation on general wage in- 
creases to agricultural labor. Farm 
wage rates below 95 cents an hour 
may be increased up to that level 
without reference to the 10-per- 
cent WSB formula. Base dates ap- 
ply to the 1950 crop season. 
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CONTROLS that 


may affect Your Business 


CONSTRUCTION. The National 
Production Authority on May 25 
issued a list of the forms and 
shapes of steels referred to in List 
C of Construction Order M-4 as 
amended May 4. List C of the 
amended order provides that NPA 
authorization is required for the 
building of four specific types of 
construction and for: 

“Any and all other private build- 
ings, structures, or projects of a 
type not listed in this List C, and 
not listed in List A (prohibited 
construction), or in List B (con- 
struction requiring NPA authoriza- 
tion), of every kind (including but 
not limited to an industria] plant, 
facility, or factory) which will re- 
quire the use of more than a total 
of 25 tons of steel, both in the 
forms and shapes as defined in 
NPA Order M-1 and also reinforc- 
ing steel.” 

The metal products listed include 
steel and wrought iron mill prod- 
ucts, steel castings, fabricated steel 
products, and iron products com- 
monly incorporated in construc- 
tion. 

The types of construction made 
subject to NPA authorization in 
List C include multi-unit residen- 
tial building in excess of three 
stories and basement; residential 
unit for single family occupancy 
where the construction cost is es- 
timated to exceed $35,000; and 
those included in order paragraph 
quoted above. 

Construction Order M-4 was 
amended again on May 11 to elimi- 
nate school gymnasiums from re- 
strictions; to permit construction 
of additions, improvements or 
modernization of industrial plants 
when less than 25 tons of steel 
products are required; and to ex- 
empt industrial plants with’a Cer- 
tificate of Necessity from construc- 
tion limitations. 

M. R. O. NPA Regulation 4 was 
amended on May 22, It covers the 
use of the DO-97 defense-order rat- 
ing for maintenance, repair, and 
operating supplies. The amendment 
raises by 20 per cent the limita- 
tions on the dollar-volume use of 


the DO-97 rating. The order now 
permits use of this rating for up 
to 120 per cent of the amount spent 
on such MRO items during the 
base period—the year 1950. 

This Regulation 4 amendment 
also terminated the single-plant 
basis for quotas. Companies with 
more than one plant now have the 
option of establishing their MRO 
quotas on the organization as a 
whole or on each plant separately. 


CMP. The Controlled Materials 
Plan, which becomes effective July 
1, in the rationing of steel, copper, 
and aluminum, will affect directly 
lumber and building material deal- 
ers only if they use, during any 
calendar quarter, more than 5 tons 
of carbon steel, 1,000 pounds of 
alloy steel, any stainless steel, 500 
pounds of copper or copper-base 
alloy, or 500 pounds of aluminum 
—in the manufacture of CMP-list- 
ed Class B products. They include 
millwork, pallets, wood boxes; pre- 
fabricated dwellings; prefabricated 
timbers or structural members; 
prefabricated buildings other than 
dwellings, such as hog and brooder 
houses. 

Manly Fleischman, NPA admin- 
istrator, told representatives of the 
consumer durable goods industries 
at a conference in Washington on 
May 18 that there will be no allo- 
cations to their industries under 
the Controlled Materials Plan, 
which goes into effect in the third 
quarter. Represented were manu- 
facturers of household appliances; 
radio, television, and small electri- 
cal appliances; office, public build- 
ing, and household furniture; uten- 
sils and cutlery; miscellaneous ve- 
hicles: musical instruments and like 
products; household equipment. 

However, he assured the groups 
that “if these industries or other 
segments of the economy find it 
impossible to operate in an open- 
end CMP, we will establish a 100- 
per-cent CMP.” He emphasized 
that allotments will be given to im- 
portant civilian goods if such meas- 
ures are required to assure con- 
tinued production. 


MACHINE TOOLS. To assure 
sufficient production of woodwork, 
metalwork, and other machine 
tools during the third quarter, the 
NPA on May 14 issued NPA Order 
M-61. It grants producers of such 
equipment a priority rating (DO- 
75) for obtaining necessary metal 
supplies to maintain their over-all 
program of defense, defense-sup- 
porting, and essential civilian pro- 
duction during the CMP transi-~ 
tional period. 
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Cavity Masonry Wall 
Shown to Architects 


A new type insulated cavity 
masonry wall was demonstrated 
tor the first time by the Structural 
Clay Products Research Founda- 
tion at the annual meeting of the 
American Institute of Archit cts in 
Chicago, Ill., recently. 

This contribution to construction 
methods is the first direct result 
of the foundation’s $1,250,000 re- 
search program. Known as the 
SCR insulated cavity wall, it fea- 
tures a new type low-cost, easy-to- 
handle pouring insulation, The 
method of using this insulating 
material is said to have resulted in 
the first economically practical 
watertight and fully insulated 
cavity masonry wall. 

It needs no furring, lathing, or 
plastering on the interior wall sur- 
face, But where such a finish is 
wanted, plastering can be applied 
directly to the interior wall sur- 
face. 

A cavity masonry wall is built 
in two sections—interior and ex- 
terior—with a hollow space in be- 
tween. This hollow space helps to 
prevent heat loss and penetration 
of moisture. Previous efforts to in- 
crease these advantages by in- 
sulating the hollow space have 
been unsatisfactory or too costly. 


Southern Building 
Wages Inch Upward 


Minimum union wage scales of 
construction workers in 12 South- 
ern states advanced 1.2 per cent 
during the first quarter of 1951 to 
average $2.02 an hour on April 2, 
the U. S. Bureau of Labor Statis- 
tics quarterly survey of seven 
selected building trades in 24 
Southern cities shows. 


By building trades, the AVER- 
AGE union wage rate levels on 
April 2 were as follows for cities 
in the two sections: 

Bricklayers—S. E., $2.65; S. W.., 
$2.98. 

Carpenters—S. E., $2.08: S. W., 
$2.18. 

Electricians—S. E., $2.46; S. W., 
$2.52. 

Painters (Brush)—S. E., $1.99; 
S. W., $2.03, 

Plasterers—S. E., $2.51; S. W., 
$2.72. 

Plumbers—S. E., $2.54; S. W., 
$2.48. 

Building Laborers—S E., $1.04; 
S. W., $1.23. 

Only in the case of plumbers is 
the average union wage scale in 
the Southeastern cities higher than 
that for the Southwestern cities. 


Institute to Push 
Building Research 


The Building Research Advisory 
Board, with authorization from its 
parent organization, the National 
Academy of Sciences-National Re- 
search Council, has founded a com- 
plementary and supporting organi- 
zation called the Building Research 
Institute. The institute will pro- 
vide membership representation 
from the building industry. 

Acting also as a liaison agency, 
it will answer the need of the 30- 
member Building Research Ad- 
visory Board for greater contact 
with all those interested in build- 
ing research 

Membership in the Building Re- 
search Institute is available under 
five classifications: (A) Manufac- 
turers; (B) Contractors; (C) As- 





RENTAL HOUSING SPOTLIGHTED IN MEMPHIS 


The comfortable, 
attractive apart- 
ments that can 
rise when pri- 
vate builders at- 
tack the problem 
of low - rent 
housing with the 
aid of the Fed- 
eral Housing Ad- 
ministration 
were seen. by 
some 400 build- 
ers in Memphis, 
Tenn., May 3-7, 
at the national 
low-rent housing 
conference spon- 
sored by the Na- 
tional Associa- 
tion of Home 
Builders. Photo 
shows Fritz 
Burns, Wallace 
Johnson, and 
Raymond Foley 
inspecting the 
modern kitchen 
of one of the 
2,000 such units 


Increases for union building renting from 
trades workers in 16 Southeastern $31 to $50 a A esau ae 1 Rieu, aetsiliecdiel 
iti y month—that have been built in Memphis. Burns is a Los ’ a 
cities averaged 2.6 nage % ae builder. Foley is HHFA administrator. Johnson pioneered such construc- 
during the quarter, es her cantaene tog tion in Memphis. Builders examined blueprints, finished construction, 
eight Southwestern cities, in- and heard government officials explain laws and legislation designed to 
creases averaged 1.8 cents an hour. stimulate such dwellings. 
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sociations; (D) Participating mem- 
berships; (E) Professional member- 
ships, A sliding scale of dues makes 
it possible for a building industry 
organization to have representa- 
tion at the meetings of the institute 
commensurate with its activities 
and interest in building research. 

Since its inception in 1949, the 
Building Research Advisory Board 
has fulfilled the need for an im- 
partial, non-governmental organi- 
zation which acts as a center of in- 
formation and a stimulus of build- 
ing industry research. Through the 
institute, it now is possible for 
members of the industry to co- 
operate closely with BRAB in im- 
proving building research without 
impairing the independent status 
of the Building Research Advisory 
Board. 

The Building Research Institute 
was created not only to strengthen 
BRAB financially but to provide, 
through membership, a common 
meeting ground for research men 
from all parts of the building in- 
dustry, 

The Institute is planning an ac- 
celerated publications _ service, 
bringing to its members the latest 
available information on research 
in the building field. Forums are 
planned for the benefit of indi- 
vidual members and the building 
industry as a whole. 


Atlantie Steel Firm 
Passes Gold Stripe 


Founded in 1901 by eight At- 

lanta business and _ professional 
men, the Atlantic Steel Company 
this year is celebrating its golden 
(50th) anniversary. 
The romantic story of the found- 
ing and development of the firm 
into the most diversified metal 
frocessing plant in Dixie is told in 
a book entitled “The Story of 
Dixisteel.” Written by Charles F. 
Stone, chairman of Atlantic Steel’s 
board of directors, the book traces 
the company’s growth from its 
1901 beginning as the Atlanta Steel 
Hoop Company that made cotton 
ties and cooperage hoop from steel 
purchased in Pittsburgh. 

Now the Atlantic Steel Com- 
pany, the firm operates three open- 
hearth furnaces, is building a new 
60-ton electric furnace, and man- 
ufactures 65 different products in 
thousands of sizes and shapes. 

Employing over 2,000 people in 
its 200-acre facility, Atlantic Steel 
is engaged in an expansion pro- 
gram this anniversary year which 
the company expects to result in a 
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SPA’s Dramatic Wall Charts on 
Framing Methods Popular with Dealers 


“OUR TWIN wall charts illustrat- 


_ ing the ‘Principles of Frame Con- 


struction’ are proving the most 
popular visual-aid that the South- 
ern Pine Association has offered 
the building industry and public, 
declares W. H. O’Brien, trade pro- 
motion manager for the lumber 
association. 

Printed in two colors on heavy 
paper, the wall charts are 3 x 4 
feet and thus require 6 x 4 feet of 
wall display space. They magnify 
11 of the principal types or details 
of frame construction and show 
their location in the over-all build- 
ing, like the above frame of chart 
on “Double Joist under Partition.” 


50-per-cent increase in the produc- 
tion of steel and to double the 
company’s output of rolled pro- 
ducts. 

In 1939, the special products de- 
partment was added to produce 
forgings and stampings for an ex- 
panding Southern industry, and to 
provide such facilities as _heat- 
treating, electro-plating, galvaniz- 
ing, threading, upsetting, and roto- 
blasting. 

In 1947, the company opened a 
warehouse division to serve small 
steel users in the area. In addition 
to warehousing some of its own 
products, this division is also an 
cutlet for many ferrous and non- 
ferrous products not made by the 
Atlantic Steel Company. 


The charts were first offered to 
the building industry and allied 
groups through the trade press and 
direct mail in March. By June 1, 
O’Brien estimated, the Southern 
Pine Association had mailed or de- 
livered 1,200 sets of the wall charts 
and 7,000 letter-size reproductions 
of the charts. 

The wall charts are being used 
for exhibit purposes by lumber 
dealers throughout North America, 
for reference purposes in the archi- 
tectural and drafting classes of 
colleges and vocational schools, and 
for exhibiting purposes in the of- 
fices of Building and Loan Associa- 
tions, Home Building centers, and 
FHA branches. 

Thousands of dealers saw and 
ordered sets of the SPA frame con- 
struction charts at the winter and 
spring association meetings. 

The letter-size reproductions are 
furnished to homebuilders, car- 
penters, and contractors for ready 
reference in proper frame con- 
struction. They also are distributed 
to architectural and construction 
students for handy reference in 
their notebooks, 


An official of the Wiles-Chap- 
man Lumber Company in St. 
Louis, Mo., wrote the Southern 
Pine Association that “we are put- 
ting the four sets of your frame 
construction charts on display in 
our four yards and we believe they 
will be of considerable help in pro- 
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moting the use of yellow pine.” 

A civil engineering professor at 
Manhattan College in New York 
City wrote that the “set of wall 
charts will be a very valuable ad- 
junct to our ‘Timber Engineering.’ 
You are to be congratulated on this 
far-seeing contribution to the 
field.” 

The North Arkansas Building 
and Supply Company, of Mountain 
Home, wrote: ‘‘We desire one copy 
of your new display charts illus- 
trating proper frame construction 
principles. We wish to display 
them in our store, which we feel 
will materially aid in helping to 
eliminate a lot of slip-shod con- 
struction methods.” 

An architecture instructor at the 
University of Florida explained 
that “I have already used this re- 
production of the larger charts in 
one of our Building Technology 
courses and it seemed to clarify 
some of the misconceptions and 
lack of understanding with which 
beginning students approach the 
subject, The large charts are much 
easier to use.” 

Dealers or others specifying or 
using lumber for frame construc- 
tion may obtain a set of the wall 
charts or one of the letter-size re- 
productions by addressing W. H. 
O’Brien, Southern Pine Associa- 
tion, Canal Building, New Orleans 
4, La. 


Vermiculite Institute 
Hears of New Products 


Robert Sterrett, Southern Zono- 
lite Company, Atlanta, Ga., de- 
scribed a new pre-cast vermiculite 
concrete roof tile that is proving 
popular on a national scale, at the 
recent annual meeting of the Ver- 
miculite Institute in Fort Lauder- 
dale, Fla. Members from all parts 
of the United States and Canada 
attended. 

A new structural vermiculite- 
sand concrete, weighing half as 
much as ordinary concrete, was 
described by C, A. Pratt of the 
Western Mineral Products Com- 
pany, Minneapolis, Minn. This con- 
crete will save critical steel and is 
designed for floor construction 
where bar joists or Junior I beams 
carry the slab. 

Gerald R. Stark, Austin, Tex., 
was elected president to succeed 
Stanley K. Robinson, Montreal, 
Canada. J. B. Lyall, Spokane, 
Wash., was added to the board of 
directors. 


Jumbo Brick Walls Get “Fire Ratings” 


By James A. Lee, Executive Director 


Southern Brick and Tile Manufacturers Association 





Details of Construction 


Combustible Members 
Framed in Wall 


Members 
Framed in 
Wall: None 





Unembedded 


or Non- 


Embedded combustible 


in Non- 
combustible 
materials 





Hours 





8” Jumbo Brick walls, 
unplastered 


8” Jumbo Brick walls, 
plastered both sides 
Ye" sanded gypsum 
plaster 




















THE ABOVE fire-resistance ratings 
for eight-inch “Jumbo” brick walls 
have been established through a 
series of fire-endurance and hose- 
stream tests at the National Bureau 
of Standards, Washington, D. C. 
The tests were carried out in the 
bureau’s panel furnace, which is 
one of the few furnaces of this 
type in the United States, and 
were conducted with the coopera- 
tion of the Southern Brick and Tile 
Manufacturers Association. 

Jumbo brick construction is 
widely used throughout the South- 
eastern states. Advantages of such 
construction are insulation offered 
at ordinary temperature and econ- 
omy in construction. It is adaptable 
both to residential and commercial 
construction. 

The Jumbo brick is 742 x 11% 
x 3% inches in size, which is four 
and one-half times the volume of 
an ordinary brick. It has two large 
interior cells (representing ap- 
proximately 29 per cent of the vol- 
ume of the brick) separated by a 
web 1% inches thick. The shells of 
the brick are 134 inches thick. 

Closure units, 3% x 342 x 744 
inches, and utility units, 342 x 34% 
x 11% inches, are furnished to 
complete wall construction at cor- 
ners, window and door jambs. The 
closure and utility units may be 
used separately as building units 
for veneer or cavity wall con- 
struction. 

Walls used for the test at the 
bureau were 16 feet long and 10 
feet, 4 inches high. They were test- 
ed in accordance with the Ameri- 
can Standards Association’s 
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“Standard Methods of Fire Test of 
Building Construction and Materi- 
als.” 

A load of 70 pounds per 
square inch was applied to the 
walls during the test and they 
were subject to temperatures 
reaching 2300 degrees Fahrenheit. 

Immediately following the fire 
test, the walls were subject to a 
stream of water under pressure to 
determine if the wall was sound 
after the test. 

Tests were made on one wall 
plastered both sides with a %-inch 
sanded gypsum plaster and a sec- 
ond wall without plaster. Stubs of 
8-inch yellow pine floor joists were 
framed 4 inches into each wall on 
the side that would be away from 
the fire. Some joists in each wall 
were loosely framed (not embed- 
ded), while others were closely 
embedded on three sides in non- 
combustible materials. 

Fire-resistance ratings of walls 
are divided into two classes by 
building codes—ratings where 
there are combustible members 
framed into the walls, and ratings 
where there are no combustible 
members framed in the wall. 

*Although such tests were not 
made for walls plastered one side, 
it is estimated that the fire re- 
sistance rating for an eight-inch 
Jumbo brick wall plastered one 
side would be four hours when no 
members or non-combustible mem- 
bers were framed into the wall. 

Basis for this rating may be 
found in the National Board of 
Fire Underwriter’s “National 
Building Code.” 
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Max Banzhaf has been made as- 
sistant director of advertising and 
promotion of the Armstrong Cork 
Company, William F. Early suc- 
ceeded Banzhaf as manager of the 
building materials section. 


xk & 


Foster R. Renwick is the terri- 
tory representative for Insulite 
building products in Alabama and 
southeastern Tennessee, a new ter- 
ritory created to increase Insulite’s 
service. His headquarters are in 
Birmingham. 


pe es 


Dr. Charles Allen Thomas has 
been elected president of the Mon- 
santo Chemical Company, He was 
prominently identified with the 
production of the atomic bomb and 
co-author of a plan for control of 
nuclear weapons. He replaces Wil- 
liam M. Rand, retired. 


x** 


Robert B. Alexander is now as- 
sistant manager of Youngstown 
Kitchens dealer sales. He joined 
the advertising and sales promo- 
tion department of the Mullins 
Manufacturing Corporation where 
he handled exhibits, displays, and 
inquiries for Youngstown, 


Kok ok 


New vice-president of Hotpoint, 
Inc., is Edward R. Taylor, He di- 
rects all appliance marketing 
policies that are activated through 
the company’s 11 district sales of- 
fices, 100 distributor hc::ses, and 
13,000 dealers. 


xk & 


E. W. (Pat) Smith is a new vice- 
president of the Owens-Corning 
Fiberglas Corporation, Toledo, 
Ohio. He joined the firm in 1949 to 
handle merchandising and adver- 
tising programs, sales recruiting 
and training activities, and branch- 
office contacts. 


+ vcok ok 


J. Milton Moon, sales director 
for the Signode Steel Strapping 
Company, Chicago, Ill., recently 
was elected vice-president of the 
firm. 

kk 

James R, Jeffrey, former mem- 

ber of the advertising and promo- 
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Robert Miller, above, is the new 
director of sales for the Barclay 
Manufacturing Company. A grad- 
uate of the Colorado School of 
Mines, Miller came to Barclay 
from the Masonite Corporation, 
with which he had served since 
1927, lately as manager of the In- 
dustrial Division. From Barclay’s 
New York headquarters, Miller 
will coordinate and supervise ex- 
panded sales, merchandising, and 
advertising programs for  pre- 
decorated wallpanels. 


tion department of the Clark 
Equipment Company in Battle 
Creek, Mich., is now sales repre- 
sentative in north Alabama for the 
M-H Equipment Company, Birm- 
ingham. The firm supplies Clark 
industrial trucks, pallets, convey- 
ors, bridge ramps, hoists, and 
racks to manufacturers and dis- 
tributors. 


x kk 


E. T. Asplundh is the new presi- 
dent of the Southern Alkali Cor- 
poration, a subsidiary of the Pitts- 
burgh Plate Glass Company. Clar- 
ence M. Brown, board chairman 
for Pittsburgh, is now chairman of 
the Southern unit’s board of direc- 
tors. 


x ¥ 


New executive vice-president of 
Skilsaw, Inc., makers of portable 
power tools, is Edwin B. McCon- 
ville. He joined Skilsaw in 1942 
and was made treasurer in 1943. 
He has been a vice-president since 
1949. 


x 


Hugh M. (Musty) Jones has suc- 
ceeded W. S. Shoffstall as sales 
manager of the Ludman Corpora- 
tion, Miami, Fla., makers of win- 


dows, He has been associated with 
the window industry more than 
30 years and is said to be a pioneer 
in the metal window field. Richard 
T. Ashbaugh, Ludman’s former 
district sales manager, is now as- 
sistant sales manager under Jones. 


x KK * 


A. L. Meyer has been named ad- 
ministrative assistant to the gen- 
eral sales manager of the Certain- 
teed Products Corporation, Ard- 
more, Pa. He joined the firm in 
1925 and recently had been mer- 
chandise manager of the gypsum 
and allied products division. 


x«K* 


George Messner, Eastern field 
representative of the Red Cedar 
Shingle Bureau, has been promot- 
ed to director of public relations 
for that organization. He has been 
with the bureau since 1937, ex- 
cept for five years of service with 
the Army during World War II. 


Me ge 


In connection with expansion of 
its research, statistical, and tech- 
nical services, the National As- 
sociation of Home Builders has ap- 
pointed Leonard G. Haeger as 
building materials expediter. 
Haeger’s duties concern integra- 
tion of materials with construction 
to effect savings and providing 
liaison with federal agencies. 


A. Charles Amann has been ap- 
pointed general sales manager of 
the Stamford division of the Yale 
and Towne Manufacturing Com- 
pany. In his new post, Amann di- 
rects all sales of Yale brand 
locks, door closers, builders hard- 
ware, bank locks,’ Tri-rotor 
pumps, and industrial locks. He 
succeeds Meade Johnson. 
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For Greater Customer Satisfaction ... 


Recommend R-O-W Wood Windows / 


WOOD Window Units are the origi- 

nal completely weather stripped re- 
movable windows. They are architecturally ap- 
proved, designed for flexibility, free action, good 
ventilation, more light and beauty, and are re- 
movable for easy cleaning. In fact, they’re so 
easy to remove that anyone can do it; yet are 
rattle free—and absolutely cannot be removed 


when locked, a safety feature against burglary.” 
Add these things together and it’s easy to see why” 
so many dealers, contractors and architects rec-% 
ommend R.O.W. Spring Cushion WOOD Win- 
dows when buyers ask for the best! Recommend 
them to your customers—both you and the 
customer will always be glad you did. 


MANUFACTURED BY 


© MANUFACTURERS OF MILLWORK » DISTRIBUTORS OF BUILDERS SUPPLIES” 


Kocky Ylboret: 


MILLWORK PLANT 


RENO, NEVADA 


THE WORLD'S LARGEST WOOD WINDOW UNIT MANUFACTURERS 


JUNE, 195! . 


. . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 








Paint-Up Campaign 


AN OLD school building, con- 
structed in 1901 and long aban- 
doned until a community worker 
secured its use as a club for Ne- 
groes, has lost its dingy, dilapidat- 
ed appearance—thanks to the 70- 
member-strong San Antonio (Tex.) 
Lumber Dealers Association and 
the spring “Clean-Up, Paint-Up, 
Fix-Up” campaign in that city. 

And few such projects have so 
successfully built up good-will for 
the local lumbermen, contractors, 
and decorators, according to Asso- 
ciation President Mike Cassidy. 

The club provides a place for 
more than 700 Negro children to 
play after school and has reduced 
juvenile delinquency to a minimum 
in the Negro community. It pro- 
vides a library, games, cooking 
classes, and work shops. 

The project’s primary purpose 
was to show the community just 
what a vast change could be 
wrought in buildings and homes 
with a few maintenance and re- 


BRUCE AID CITED 


E. L. Bruce, Jr., left, is congratu- 
lated by the mayor of Memphis, 
Tenn., who presents the president 
of the E. L. Bruce Company with 
the Economic Cooperation Admin- 
istration’s certificate “for furnish- 
ing technical assistance to the 
peoples of Marshall Plan countries 
to aid them in maintaining indi- 
vidual liberty, free institutions, 
and peace.” Lumber executives of 
England, France, Belgium, Neth- 
erlands, Sweden, Denmark, Ger- 
many, and Austria toured Bruce’s 
plant in Memphis to witness the 
processes of flooring, lumber, and 
other wood products manufacture, 
and the compounding of floor 
finishes, waxes, and cleaners. 
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Results in Good Samaritan Project 


Unlike many projects undertaken by loca] retail lumber dealers during 
spring “Clean-Up, Paint-Up, Fix-Up” campaigns, this repaired club build- 
ing for Negro children won praise for its civic spirit in addition to fulfill- 
ing its primary purpose of demonstrating what vast changes could be 


wrought with maintenance materials. 


Members of the San Antonio 


Lumber Dealers Association, contractors, and decorators donated more 
than $3,000 worth of materials and work hours. 


modeling materials. While the 
lumbermen were scouting around 
for such a suitable building for 
their project, Ben Singleton, direc- 
tor of the Negro club, presented 
his plan. 

Originally the committee of con- 
tractors, decorators, and lumber 
dealers planned to repair and paint 
only the exterior of the three sec- 
tions of the clubhouse, But before 
the project was finished, two rooms 
—too dilapidated even to be used— 
were repaired along with the stair- 
way leading up to them. 

Forty window frames, so badly 
rotted they would no longer hold 
glass, were replaced. 

Two new doors were installed, 
140 panes of glass replaced, and 
new roofs put on the entire struc- 
ture. 

Electrical contractors complete- 
ly overhauled the lighting system. 

Paint contractors repainted the 
yellow brick exterior. 

Brickmasons’ replaced many 
bricks that had fallen from the 
walls. 

And finally, the San Antonio 
decorators replastered and _ re- 
Painted walls that had not seen 
paint or paper since the former 
Brackenridge school plant was va- 
cated. Materials and labor for the 
completed project amounted to 
over $3,000—all donated. 

A second “fix-up” project of the 
committee was the awarding of 
four $50 prizes for the best painted 
home in the city or its suburbs. An 
award was made to one home each 
in the east, south, west, and north 


sections. Contestants, to qualify, 
repainted the exterior of their 
homes between March 14 and 
April 15. 


Yetter Homes in PHMI 


Yetter Homes, Inc., prefabrica- 
tor of low-cost homes in Savan- 
nah, Ga., has been elected to mem- 
bership in the Prefabricated Home 
Manufacturers Institute. This as- 
sociation is comprised of 39 leading 
producers of factory-made homes 
in the United States and Canada. 

The president of the Savannah 
firm, George K. Yetter, has been 
in the building business for 25 
years. He fabricated several thou- 
sand buildings in Army installa- 
tions during World War II. He 
formed Yetter Homes, Inc., last 
year, 

The firm distributes low-cost 
homes to local builder-dealers 
within a radius of 600 miles of 
Savannah. These agents erect and 
make the dwellings ready for oc- 
cupancy within several weeks. 


Distant Market for 
Dogwood or Persimmon! 


Textile Industries magazine, 
which also is published by the W. 
R. C. Smith Publishing Company, 
recently was queried on the avail- 
ability of wood for manufacture of 
vextile shuttles by the general 
manager of the Swatantra Bharat 
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Dealers Report . . . 
INCREASED PROFITS 


WITH 


Nankee 


ALUMINUM PAINTS 


Satisfied customers come back for NANKEE! The superior quality . he, Gg 


i] E yy 
aluminum paint with a super-smooth, long-lasting, brilliant finish. “uminum Pant (' 
Attractively Priced and Packaged for GOOD DEALER PROFIT! one 4g 
There's a NANKEE ALUMINUM PAINT for Every Use— 
° Farm ¢ Home « Industrial ¢ Architectural 


¢ Automotive ¢ Marine 
Ask Your Jobber About the Profit-Making Nankee Line. 


Nankee ALUMINUM PAINT CO., INC. 


43 South Ist Street Brooklyn 11, N. Y. 














pon? 


-- order only 
what you need 


i. of" 


y METAL TRIMS, INC. 
Write for Catalogue and Literature BOX 1072, YOUNGSTOWN 1, OHIC 
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FLINTKOTE 
NATURAL COLOR 


MORTAR JOINT 


is the Last Word in 


Insulated Brick Siding 


Another improved 
Flintkote Product that 


stresses quality at low cost! 


Flintkote 
Building Materials 


7A wha. yoou of ani 00d) eo more! 


THE FLINTKOTE COMPANY, Building Materials Division, 
30 Rockefeller Plaza, New York 20, N. Y. 





CROWNPLY 





























Capitalize on today’s trend to decorate with warm, 
modern panels of hardwood Plywood. Whether it’s 
paneling for home or office, or good looking, easily 
worked plywood for displays and fixtures, G-P Crown- 
ply’s extra quality will satisfy your customers and fur- 
nish profitable turnover for you. 








Top quality G-P Crownply comes from Georgia- 
Pacific’s ultra-modern mill in Savannah, Georgia, ina 
complete range of all standard and exotic woods. 


Learn about G-P Crownply’s superior benefits, and 
other special Georgia-Pacific products and services, 
including a “new dimension” in coordinating your 


plywood and lumber buying. 





G-P PRODUCTS 
Douglas Fir Plywood 


GPX Plastic-faced Plywood a ee 
G-P Crownply Hardwood Plywood 
G-P Plysheet Hardwood Plywood 
Giant-sized Scarfed Panels 

Fir and Hardwood Doors 


Pt hae GEORGIA — PACIFIC 


Western Fir and Pine Lumber 
Southern Pine Lumber 


Western and Southern Mouldings p L Y W O oO D C Oo M 9 A N Y 


Southern and Appalachian Hardwoods 

Residential and Factory Mouldings pele —_. ‘ ; 

cand Rates cok Runkecs Address Inquiries to: 618 North Capital Way, Olympia, Wash. 
Offices and warehouses in Augusta + Birmingham + Boston + Chicago » Columbia 
Louisville » Memphis + Nashville « Newark + Olympia - Philadelphia - Portland 

Raleigh « Richmond + Savannah 
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Mills on Najafgarh Road in Delhi, 
India! 

Wrote this determined Indian in- 
dustrialist: 

“We would preferably like to 
have Cornel Wood blocks of the 
following size: 13 x 1% x 1-1/7 
inches.” 

In the United States, flowering 
dogwood and persimmon trees pro- 
vide most of the lumber for such 
shuttle manufacture, In fact, dog- 
wood is of the Cornus specie of 
timber. 

If you can accommodate this In- 
dian with such hard lumber for 
shuttles, just write him direct! 


Chapman Enlarges 
Plant in Memphis 


A new addition to the Chapman 
Chemical Company’s plant on 
Brook Road in Memphis, Tenn., 
was completed recently. 

The enlarged plant covers five 
acres and includes nine buildings 
that now provide 10,000 square 
feet of manufacturing space and 
20,000 square feet for storage, In 
addition there is enough tankage 
to store 200,000 gallons of liquids. 

The Chapman Chemical Com- 
pany was started in 1933 in New 
Orleans, La. It was organized by 
President A. Dale Chapman to dis- 
tribute wood-preserving chemicals 
for the Dow Chemical Company. 

Branch offices were opened in 
Chicago, Ill., in 1935. In 1941 the 
Memphis plant was built. Then two 
years later this plant was com- 
pletely destroyed by fire. 

However, due to the critical need 
of products manufactured at thai 
time for the armed forces, it was 
quickly rebuilt. Chapman products 
were used then for preservative 
treatment of ammunition boxes, 
tent poles, pallets, crates, prefab- 
ricated barracks, and other items 
for overseas shipment and use, 

In 1946, the Chapman Chemical 
Company organized an Agricul- 
tural Chemicals Division. The de- 
velopment of organic insecticides 
as cotton poisons has been a major 
factor in the firm’s rapid growth. 
A wide range of grass and brush 
killers also are being produced for 
farm and industrial use. 

The company’s headquarters 
were transferred to Memphis in 
1948. A modern research labora- 
tory, recently doubled in size, is 
maintained there for control over 
manufacturing operations and for 
the development of improved uses 
of existing insecticides and fungi- 
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cides. Continuous research for new 
and better products is also a func- 
tion of this laboratory. 

A complete wood-treating pilot 
plant is operated in conjunction 
with the laboratory. 

Wood-preservative sales are now 
managed by Vice-President C. 
Fred Grafton. He joined the Chap- 
man organization in 1941. 

The Chapman Chemical Com- 
pany has wood-preservative blend- 
ing facilities in El Dorado, Ark.; 
Denver, Colo., and Houston, Tex. 

In addition to domestic require- 
ments, the company serves many 
foreign countries. It has agents in 
Mexico, South Africa, Canada, the 
Far East, and in most lumber-pro- 
ducing nations of Europe outside 
the Iron Curtain. 


$30 Million Lab. Annex 


A $30,000,000 addition to the 
Experimental Station laboratories 
of the Du Pont Company in Wil- 
mington, Del., was dedicated May 
10 by an inspection tour and con- 
ference of top industrial and uni- 
versity scientists. 

Principal speakers 


were the 


presidents of Harvard University 
and the Du Pont Company—Dr. 
James B. Conant and Crawford H. 
Greenewalt, 

The history of Du Pont research 
was outlined by Dr, Elmer K. Bol- 
ton, director of the company’s 
Chemical Department. 

The design and construction of 
the research plant were described 
by Chief Engineer Granville M. 
Read. 


Flooring Research 


A major research program, now 
underway in the Timber Engineer- 
ing Company’s Washington, D. C., 
laboratories, is aimed at develop- 
ing data pertaining to expansion 
and contraction of Northern hard 
maple floors. 

The objective of this research is 
to compile, in readily usable form, 
pertinent information with respect 
to over-all shrinking and swelling 
of maple floors. It will provide re- 
liable data for use by floor layers, 
retail lumber dealers, and others 
to determine the expansion space 
necessary to compensate for wood 
movement in large floor areas. 





REMODEL OFFICES 


WITH FULL-WALL 


PANELS 


MODERN demonstration offices for showing the utility and beauty of its 
products in various applications have been completed by the Upson 
Company, manufacturer of fiberboard panels for dry-built full-wall 
construction, in the company’s main offices at Lockport, N. Y. 

Upson Strong-Bilt full-wall waterproofed panels, which come 8 feet 
wide and in lengths up to 18 feet, were supplied directly from the adjoin- 
ing mill in remodeling and redecorating the offices. Walter Dorwin 
Teague, noted American industrial designer, planned the modernization. 
Upson pane!s were used on straight and curved walls, on all ceilings, 
and also for radiator enclosures, decorative window valances, and storage 


cabinet doors. 


W. Harrison Upson, Jr., left, president of the Upson Company, shows 
a visitor the large photomural of the board machine in the mill. It covers 
one entire wall of the board of directors’ room. 
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Smart modern appearance... 
easy, economical to construct 


with “Contury.” APAC! 


PRODUCT you can easily sell whatever your customers’ con- 
struction plans! ‘Century’ APAC—Keasbey & Mattison’s 
versatile asbestos-cement structural board—lends itself equally well 
to both interior and exterior siding applications . . . to new structures, 
repairs, additions, modernizations. And it helps customers build better 
at less cost! 





tl ee es 
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or 


E—————— 
Dunton’s Cafeteria, Dallas, Texas. Attractive front is “Century” APAC, 39” thickness 
Architect: Ralph Pease, Jr., Dallas; Contractor, Jansen Construction Company, Dallas 











KEASBEY & MATTISON 


COMPANY - AMBLER - PENNSYLVANIA 


APAC for APPEARANCE! For exterior 
use, APAC can be finished to give 
an attractive, stone-block effect. 
For interior use, APAC takes deco- 
rative colors well, or it can be left 
natural to take advantage of its 
pleasing neutral gray color. 


APAC for APPLICATION EASE! Sturdy 
sheets are large size (standard 
4’x 8’); are easy to cut and fit on 
the job; can be readily fastened with 
ring fettered nails or screws. With 
APAC, large surface areas can be 
covered quickly, easily, with mini- 
mum labor cost! 


APAC for CONTINUED ECONOMIES! The 
original low cost of APAC only be- 
gins the cost savings! The all-mineral 
asbestos and cement composition 
resists weather and moisture—can’t 
burn—will not rust or rot, can’t be 
hurt by rodents or termites. It 
doesn’t even need protective paint- 
ing to hold its durable finish. Main- 
tenance costs are really minimized 
with APAC! 


And you'll find ready acceptance for 
“Century” APAC. It’s nationally 
advertised to your customers in such 
leading publications as TimeE, 
BUSINESS WEEK, COUNTRY 
GENTLEMAN, SUCCESSFUL FARMING, 
MAGAZINE OF BUILDING, AMERICAN 
BuILpER, and PRacTIcAL BUILDER. 


You can recommend “Century” 
APAC whenever a builder, con- 
tractor, or architect has a problem 
calling for progressive design and 
construction—for theaters, stores, 
residences, multi-family dwellings, 
and industrial structures of all types. 
Ask your Keasbey & Mattison dis- 
tributor for complete details, or 
write us direct. 


ORIGINAL MANUFACTURERS OF ASBESTOS-CEMENT SHINGLES IN THIS COUNTRY 
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SOFT—and getting softer—that 
was the word for the construction 
lumber market as May ended and 
June warmed up across the South- 
land with less of the hammering 
and hum that usually marks the 
building scene. 

The lumber barometers, the la- 
ments of wholesalers, and plush 
dealer inventories all were indica- 
tions of defense credit controls and 
inflation taking effect in our econ- 
omy. 

Mortgage funds from insurance 
companies and national banks were 
shut off or temporarily diverted 
because of full portfolios or the 
holdback of FRB support from gov- 
ernment bonds. 

It appeared that the VA 4% and 
the FHA 444% mortgage interest 
rates might have to be upped 2% 
or more to attract funds for pri- 
vate homebuilding. 


HOUSING STARTS in April, to- 
taling only 88,000, were down con- 
traseasonally to the lowest level 
for April in four years. This 
brought the total starts for the 
year to 346,900, or about 15 per 
cent below the record for the first 
third of 1950. Reports showed that 
most of the April downturn oc- 
curred in the metropolitan areas 
where increased down-payments 
would have the greatest effect. 


WHERE DEFENSE housing is 
projected or under way, business 
is good. To such areas in the South 
and Southwest has just been added 
the Fort Leonard area in Missouri, 
where building and credit controls 
will be relaxed immediately by 
federal agencies. 

The HHFA also has just except- 
ed from Regulation X credit re- 
strictions the building of 500 addi- 
tional rental units in the Georgia- 
Alabama H-bomb project area, 
making a total of 1,000 units so 
allowed. 


THE LUMBER lull is reflected 
in the Southern pine trade barom- 
eter for the week ending May 26. 
Orders were below shipments and 
production for the week, and ship- 
ments were below output by 15.9 
per cent. Compared with the three- 
year average, orders were off 21.61 
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per cent and shipments were down 
11.05 per cent, although actual 
production was up 5.78 per cent. 
From the West Coast, Market 
Analyst Carl Crow reported that 
“the general status of the markets 


for lumber and other timber prod- 
ucts is not good, and the bottom of 
this downswing is yet to be seen.” 


THE NATIONAL Production 
Authority last month ordered 
members of the Douglas Fir Ply- 
wood Association to hold and as- 
sign 20 per cent of their output to 
DO-rated orders for either direct 
or indirect military needs. 

With softwood-plywood produc- 
tion up 23 per cent this March over 
March ’50, it appears that civilians 
will still have available about as 
much of this versatile wood prod- 
uct as they bought last year. 


S*B*S Survey Gives Inventory Picture 


HOW DOES your inventory stack 
up with that of other building ma- 
terial dealers across the South and 
Southwest? Perhaps the results of 
a survey conducted by SOUTHERN 
BUILDING SUPPLIES between May 
15 and 20 among dealers through- 
out the 18-state region will help 
provide a comparison. 

This S*B*S survey showed that 
dealer stocks of paints, asphalt 
roofing, doors, lumber, and screen 
wire were considerably greater 
than a year before. 

Low inventories of gypsum 
board, cement, and plywood were 
prevalent. 

Most other common building 
materials were in fairly normal 
supply. 

Here are the tabulations of deal- 
er replies, material by material, 
comparing inventories with a year 
before: 

LUMBER—Stocks 
dealers were up an average of 
21%; 40% reported no change; 
16% of dealers reported decreases 
averaging 24%. 

PLYWOOD—Stocks of 27% of 
dealers were up an average of 
22%; 46% reported no change; 
27% of dealers reported decreases 
averaging 27%. 

GYPSUM BOARD—Stocks of 
29% of dealers were up an average 
of 39%; 38% reported no change; 
33% of dealers reported decreases 
averaging 40%. 

PAINTS—Stocks of 50% of deal- 
ers were up an average of 29%; 
other 50% of dealers reported no 
change. 

BUILDERS HARDWARE— 
Stocks of 33% of dealers were up 
an average of 30%; 52% reported 
no change; 15% of dealers reported 
decreases averaging 12%. 

ASBESTOS BOARD—Stocks of 


of 44% of 


15% of dealers were up an average 
of 40%; 77% reported no change; 
8% of dealers reported decreases 
averaging 48%. 

ASPHALT ROOFING — Stocks 
of 45% of dealers were up an av- 
erage of 21%; 52% reported no 
change; 3% of dealers reported de- 
creases averaging 10%. 

NAILS—Stocks of 28% of deal- 
ers were up an average of 44%; 
56% reported no change; 16% of 
dealers reported decreases averag- 
ing 20%. 

CEMENT—Stocks of 4% of 
dealers were up an average of 
20%; 86% reported no change; 
10% of dealers reported decreases 
averaging 58%. 

METAL WINDOWS—Stocks of 
10% of dealers were up an average 
of 25%; 85% reported no change; 
5% of dealers reported decreases 
averaging 10%. 

WOOD WINDOW UNITS— 
Stocks of 29% of dealers were up 
an average of 24%; 59% reported 
no change; 12% of dealers reported 
decreases averaging 32%. 

DOORS—Stocks of 52% of deal- 
ers were up an average of 27%; 
35% reported no change; 13% of 
dealers reported decreases averag- 
ing 28%. 

SCREEN WIRE—Stocks of 50% 
of dealers were up an average of 
35%; 40% reported no change; 
10% of dealers reported decreases 
averaging 17%. 

A national survey of dealer in- 
ventories, as of April 1, made by 
Norman P. Mason, Massachusetts 
lumber dealer and chairman of the 
Construction and Civic Develop- 
ment Committee of the U. S. 
Chamber of Commerce, showed 
that dealer inventories then were 
up 21% in dollar volume, or about 
10% up in quantity or unit volume. 
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Recommend and Sell 


DURALL 


America’s Fastest-Selling 


ALUMINUM TENSION SCREEN 


over 2,000,000 now in use! 
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* Guaranteed by @ 
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NEW YORK WIRE CLOTH CO., Dept SB-6 
445 Park Avenue, New York 22, N. Y. 


Please send me: 
C0 Full information about DURALL 


C) Free newspaper mats, folders, ete. 


Each Durall screen is 
attractively packaged in an individual, 
compact container — handy for storage! 
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NERLDA Deeries Wage and Price Controls. Urges Economy 


GROUP TO STUDY 
RESEARCH’S FUTURE 


ABANDONMENT of wage 
price regulations and the adoption 
of a sound fiscal] policy by the 
Federa] Government were urged 
by the Board of Directors of the 
National Retail] Lumber Dealers 
Association at the spring meeting 
in Washington, D. C., May 23. The 
full text of the “statement of pol- 
icy’ is printed in the box below 

In other resolutions, the NRLDA 
directors voted to 

1. Set up an NRLDA commit- 
tee to study the three years of  ac- 
tivities and services of the Lum- 
ber Dealers Research Council, and 
to make recommendations for its 
future course 

2. Commend the fine work 
done on the Dealer Products Data 
Book by the NRLDA subcommit- 
tee and the manufacturers, and to 
urge its fullest development and 
use 

3. Express appreciation for the 
continuing services of Past-Presi- 
dent Norman P. Mason in his ca- 
pacities as chairman of the Con- 
struction and Civic Development 
Committee of the U. S. Chamber 
of Commerce, as a trustee of the 
Lumber Dealers Research Coun- 
cil, and as finance chairman for 
the Building Research Advisory 
Board 

The new Independent Retail 
Lumber Dealers Association, serv- 
ing dealers in the Dakotas, Iowa, 
and Minnesota, was welcomed into 
the federation of associations com- 
prising the NRLDA by Clyde Ful- 
ton, president. Dealer-Directors 
Henry Hess and Charles Lampland 
and Executive Secretary Edwin 
Elmer, of Minneapolis, were cor- 
dially introduced. The Independ- 
ent organization replaces’ the 
Sorthwestern Retail Lumber Deal- 
ers Association in the national 
group. 

The collection and appropriation 
of $56,000 in dealer contributions 
to the Lumber Dealers Research 
Council and fund appropriations 


and 
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in six design and distribution re- 
search projects during its three 
years of existence was described 
by Clarence A. Thompson, chair- 
man, of Champaign, Ill. Listing 
four courses open for the future of 
LDRC, he urged the cooperation 
of NRLDA to obtain more money 
for research sponsored independ- 
ently by retail building material 
dealers 

More than 3,000 copies of the 
Dealer Product Data Book had 
been shipped to secretaries of 
state and regiona] associations for 
sale to their members, Committee 
Chairman Russell Nowels, of Ro- 
chester, Mich., announced 

He told of plans to get more 
manufacturers to provide catalog 
inserts for this book, which he said 
that dealers are using in three 
ways—as a sales manual, as an 
employee training manual, and as 


NRLDA STATEMENT OF 


a price book. Al] inserts will be 
imprinted with an NRLDA em- 
blem to show authority and pro- 
tect distribution 

Plans for new dealer services 
were announced for the Public Re- 
lations Committee by Phil Creden, 
chairman, of Chicago, Ill. These 
will include a new pictorial bro- 
chure on the services of the lumber 
dealer for special] distribution, a 
series of illustrated posters for 
dealer display use, and renewal of 
a dealer public relations contest. 
The latter, Creden explained, will 
be based on the NRLDA Public 
Relations Guide and will empha- 
size dealer participation in such 
PR activities as the Minute Man 
Releases, National Home Week, 
and original promotions. 

C. B. Sweet, chairman of the 
Minute Man Committee, presented 
lape] buttons to several dealers 


NATIONAL POLICY 


The following statement of policy by the National Retail 
Lumber Dealers Association was adopted unanimously by the 
Board of Directors in a resolution passed on May 23 in Wash- 


ington, D, C. 


“The direct regulatory controls imposed by the Federal Gov- 
ernment for the announced purpose of controlling prices, wages. 
inflation, and production are failing in that purpose. 

“These controls, put into effect against the advice of in- 
dustry, are failing because pressures from many directions have 
not only made them unworkable, but also actually harmful. It 
is an accepted fact that one segment of the economy can not be 
regulated unless all segments are controlled. 

“Wages are not being effectively controlled, and the price 
regulations now in effect are unworkable. Many of the produc- 


tion restrictions are unnecessary and impractical. 


The net re- 


sult is an economy needlessly disrupted, while a permanent 
enemy—inflation—remains unchecked. 

“Since there is no evidence that regulations. such as price 
and wage controls, can or will be made to operate successfully, 
we strongly urge that no further time be wasted in trying to 
accomplish our purpose by these means. 

“Because it is imperative that defense production be expand- 
ed, the civilian economy maintained, and inflation restrained, 
we strongly recommend the adoption of the program of sound 
fiscal policy which has been advocated all along by business 
organizations and business leaders.” 
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Podner, you might as well face facts. These new 
asbestos granular shingles in the popular MUSTANG 
colors: green, tan, coral, and blue, have sales appeal! 

Just latch onto a free sample of the new MUSTANG granular 
surfaced asbestos shingles and you'll see what we mean! 
Granular MUSTANGS are as permanent as granite, podner! 
The ceramic granules stay on the shingle, thanks to a special 
process which MUSTANG manufacturers have developed 

and which prevent the granules from rubbing off. 

And podner, talk about being popular, these four new 
MUSTANG colors are tops in siding colors! They were 
selected after a survey was made among 


architects, builders, and lumber dealers. 


GET THIS PODNER! 


*K Ke uh ber We're hankering to send you, Podner, a brand 
os spankin’ new sample board showing our six colors 
of MUSTANG asbestos shingles: granular green, tan, 


IT PAYS coral and blue—also white and dove gray. Just drop 
TO SELL us a line and you'll get the specially constructed 


MUSTANG sample board that will actually help you 


MUSTANGS make more sales of asbestos siding. 
Drop us a line today, now, Podner—don’t put 
it off. It means more sheckles in your jeans. 


OC Adtad, 
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so fH ITOTITS ieee me 


(~The ASBESTOS COMPANY of TEXAS 


wy - P. O. Box 1082 Houston 1, Texas oe. 
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present who had obtained excep- 
tional newspaper publicity through 
placement of the Minute Man re- 
leases. Then President Fulton pre- 
sented a special gold MM button 
to Sweet for his leadership of this 
grass-roots publicity program. 

Detailed reports of their activi- 
ties in the realms of national af- 
fairs, government relations, and 
industry relations were made to 
the directors by Executive Vice- 
President H. R. Northup, Secre- 
tary Edward H. Libbey, and Coun- 
selor John Else. 

Northup expressed the hope that 
economic conditions will force in- 
creases in mortgage rates that will 
result in more adequate mortgage 
funds being available by fall from 
government, life insurance, build- 
ing and loan, and other sources, He 
cited the Miles Colean housing 
study as suggestive of this turn in 
the mortgage picture. 

Libbey explained the working 
of the forthcoming Controlled Ma- 
terials Plan and its assurances for 
defense housing under Regulation 
6. He predicted that the full car- 
loading requirements of ICC Ex 
Parts 746 would be extended to 
cover canned foods and building 
materials in the shipping crises 
ahead. 

New National Affairs Counselor 
Else pointed out that a deluge of 
domestic legislative bills has been 
shelved due to the debates over ex- 
tension of the Defense Production 
Act, federal appropriations, and in- 
creased taxation. 

Else foresaw hazards in the 
measures of the Administration- 
requested Defense Production Act 
that would allow condemnation of 
real estate, authorize suppression 
of statistics, license businesses, 
and extend rent controls over resi- 
dential and commercial property. 

Progress in training dealer per- 
sonnel during the closing academic 
year was reported by W. C. Bell, 
chairman of the NRLDA Educa- 
tion Committee, of Seattle, Wash. 
Pointing out the inroads of draft 
and defense-production require- 
ments on yard personnel, he said 
that over 450 students had attend- 
ed 15 30-day building material 
courses in 12 colleges. Another 400 
had attended sales training classes 
using the slide-film course spon- 
sored by NRLDA. 

A new trend for management 
training is being developed by the 
Tennessee Building Material As- 
sociation and the Middle Atlantic 
Lumbermen’s Association in the 
form of scheduled Dealer Manage- 
ment Clinics, Bell explained. 
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CHICAGO — THEN 
WASHINGTON ONLY! 


The annual meeting of the 
National Retail Lumber Deal- { 
ers Association will be held § 
in Chicago, Ill., in October, 
probably at the Drake Hotel. 
and then... 


Future annual meetings— 
as well as spring board meet- 
ings—of NRLDA will be held 
in Washington, D, C. 


This decision was reached 
by the Board of Directors in 
Washington on May 23 fol- 
lowing lengthy discussion 
concerning the advantages of 
this plan compared with con- 
ventions being held in differ- 
ent sections of the nation, as 
they have been held since VJ 
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Texans Hold Annual 
Lumber Grading School 


Forty-seven employees of build- 
ing supply firms in the vicinity of 
Houston, Tex., enrolled in the an- 
nual short course in grading 
Southern pine lumber. Classes 
were held in the evenings, May 15- 
18, from 7 until 10 p. m., at the 
Taylor Lumber Company yard in 
Houston. 

W. A. Carter, of the Southern 
Pine Inspection Bureau, New Or- 
leans, La., taught the free classes, 
assisted by C. H. Davis. 

The highlight of the school was 
an all-day trip to Diboll to visit 
the modern mill of the Southern 
Pine Lumber Company. 


At their separate conference 
during the NRLDA spring meeting 
in Washington, May 20-25, the sec- 
retaries and managers of the fed- 
erated associations reported in- 
creases in dealer memberships—in 
many cases in the face of higher 
dues rates. 

The association officials voted to 
promote local dealer participation 
in National Home Week, which will 
be observed this year from Septem- 
ber 9 through 16. The special week 
is promoted in metropolitan areas 
by the National Association of 
Home Builders, which adopted the 
project in 1948 at the suggestion 
of American Builder magazine. 

R. G. Breeden, executive secre- 
tary of the Building Material Ex- 


hibitors Association, of Glenview, 
Ill., told the association secretaries 
of that group’s plans and ef- 
forts to assist secretaries in making 
exhibition conventions effective. 
He announced that BMEA will 
sponsor a new series of Achieve- 
ment Awards for the best displays, 
advertising, and sales campaigns 
by local dealers, to be presented at 
association conventions in 1952. 

The need for stronger lien laws 
to protect the equity of building 
material dealers in construction in 
several states*was also discussed 
by the secretaries. 


Texas Manufacturers 
Headed by Tilford 


“The program must be one in 
which economics takes precedence 
over politics, and economists are 
not hired and then ignored,” as- 
serted Dr, Dale Valentine, speak- 
ing on economic stabilization and 
the political complexities that 
crept into such efforts, at the an- 
nual meeting of the Texas Lumber 
Manufacturers Association. 

This meeting was held at the 
Boggy Slough hunting and fishing 
lodge of the Southern Pine Lum- 
ber Company near Lufkin, Tex. 

Valentine is a former president 
of the University of Rochester and 
a former director of the Economic 
Stabilization Agency in Washing- 
ton, D. C. 

New officers elected at the busi- 
ness session included T. G. Til- 
ford, Nacogdoches, president; Paul 
Hursey, Jasper, first vice-presi- 
dent; A. W. Dainwood, Silsbee, 
second vice-president, and Al E. 
Cudlipp, secretary-treasurer. 


Bowen Heads Southern 
Lumber Wholesalers 


S. W. Bowen, of Shreveport, 
La., is the new president of the 
Southern Wholesale Lumber As- 
sociation. A member of the firm 
of Woodard, Walker, Bowen, Inc., 
he was elected at a May meeting 
of the group in Montgomery, Ala., 
to succeed C. E. Klumb, of Crystal 
Springs, Miss. 

The new SWLA vice-president 
is John A. Thames, of the J. R. 
Thames Company, Birmingham, 
Ala. Re-elected were T. L. Ross, 
of Macon, Ga., secretary-treasurer, 
and Robert F, Darrah, executive- 
secretary manager, of Livingston, 
Miss. 

Manager Darrah announced that 
the Southern Wholesale Lumber 
Association’s membership was at a 
new high—175 members. 
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Silver Comet 


ONE COAT ALUMINUM PRESERVATIVE 


Dealers sell this easily applied and amazingly efficient and 
durable preservative for old and new roofs. It is a heavy 
solution of SCO-CO Cotton Seed Oil Gum (Cotton Rub- 
ber) and metal-flake Aluminum, materials impervious to 
exposure and weather. Contains no asphalt or coal-tar, and 
has low carbon and no dye content. 
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“CROSS-SECTION OF ROOFING 





Economically insulates by radiation. nei, literally bounce 
off its reflective surface. Yet Silver Comet Liquid Roofing has 
no objectionable glare. 








Preserves all asphalt-type roofs by sealing in the asphalt oils, 
preventing drying out and cracking . . . On metal (including 
sheet aluminum) or composition roofs (including shingles), Silver 
Comet protects against corrosion and decay. 








Silver Comet beautifies by hiding all signs of deterioration and 
corrosion under a smooth silver-like surface of subdued sheen. No 
: objectionable glare. 





Silver Comet contains no asphalt or coal-tar to crawl, harden or 
crack open. Its base is SCO-CO processed Cotton Seed Oil Gum 
(Cotton Rubber) which forms a tough, thick leather-like "skin" 
leaving the undercoat flexible and elastic. Because of the resulting 
inherent "stretch," Silver Comet withstands vibration, contraction 
and expansion. It gives without softening under the hot sun, or 
cracking when cold. IT STAYS PUT, smooth and impermeable. 








This close-up photograph 
shows an actuel sec- 
tion, ly coated 9? 
ears before. The wu 

ected area has - 
crated badly, but the 
SCO-CO treated area is 


condi- 
tion. THIS PRODUCT 
REALLY DOES A JOB! 
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The United States Plywood Cor- 
poration, 55 West 44th Street, New 
York 18, N. Y., has introduced Novo- 
ply, a three-ply board made by a 
new process that converts small wood 
segments into paneling. 

This all-wood material consists of a 
1/16-inch surface of thin laminated 
wood sections, a core of medium-size 
wood chips, and a back correspond- 
ing to the face. The wood segments 
are coated and impregnated with 
resin. The three layers are fused to- 
gether by heat and pressure. 


vv ¥v 
304—Adhesire Plaster 


The United States Gypsum Com- 
pany, 300 West Adams Street, Chi- 
cago 6, Ill., announces Red Top Cover 
Coat, a specially prepared gypsum 
finishing plaster designed to furnish 


an adhesive bond for application di- 
rect to smooth, unpainted concrete 
surfaces. 

It is effective in covering form 
laps and other imperfections. With it, 
bush-hammering, buffing, spackling, 
or bond plaster and white coat are 
not needed. It is said to provide a 
bond and finish equal to these meth- 
ods and cuts costs. Two coats of the 
plaster make a superior finish ap- 
pearance but one is sufficient. 

Red Top Cover Coat has been suc- 
cessfully tested since 1948, 


an an 
305—Casement Operator 


H. S. Getty and Company, Inc., 
3348 N. 10th St., Philadelphia 40, Pa., 
announces a replacement operator for 
use on metal casements. 

It was designed to fill the need 
for a replacement operator that could 
be purchased in hardware depart- 
ments. It is packaged complete with 
detailed instructions for replacing 
different types of operators. 

Special screw holes permit the op- 
erator to replace nearly every type 
of metal casement operator on any 
model. 


306—Warm Air Ducts 


The Sonoco Products Company, 
Hartsville, S. C., announces Sonoair- 
ducts, a new fire-resistant fiber duct 
that will not delaminate. 

Embedded in concrete floor slabs, 
the new fiber tubes are used as a 
supply or return line in radial or per- 


imeter hot-air heating systems with 
oil or gas furnaces. They substitute 
for metal, glazed tile, or concrete 
blocks in this and other installations. 

The light weight and long lengths 
in which they are available consid- 
erably reduce installation costs of 
Sonoairducts. 
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307—Power Feeder 


The Rapids-Standard Company, 
Inc., 342 Rapistan Building, Grand 
Rapids, Mich., now makes a_power 
feeder for its Floor-Veyor, Jr., in- 
clined power belt conveyor. 

This new low-cost power feeder, 
which connects to the low end of the 
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For Free Information— 


SOUTHERN BUILDING SUPPLIES, 


We want more information on the following new 
products described in SOUTHERN BUILDING SUP- 
PLIES. Please send us information on the numbered 
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Atlanta 5, Ga. 
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FREE BUSINESS: 


Replacement window glass is a proved profit 
maker—and newspaper or handbill advertising is 
a proved way to get your share of this business! 
That’s why L-O-F offers a variety of profes- 
sionally-prepared advertisements, in all sizes, for 
all seasons, to help you go after this business. 
They’re available in mat form, free. Use the 
handy coupon, below, to write for your free copy 
of the window glass proof book that shows all 


the advertisements you can use. 


LIBBEY: OWENS - FORD 
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Of course, you’d better have a good stock of 
the easier-cutting, nationally-advertised L-O-F 
Window Glass on hand. For advice on what 
quantities of the fastest selling sizes to stock, call 
your nearest L-O-F Distributor. He’ll also help 
you plan an effective, consistent local advertising 


campaign to increase window glass sales. 


GET YOUR FREE COPY OF THIS 
L‘O:-F GLASS AD MAT BOOK 


LIBBEY-OWENS-FORD GLASS CO. 
5561 Nicholas Building, Toledo 3, Ohio 


Please send me your book of business-building ad mats on 
L-O-F Glass. 


COMPANY NAME 





PLEASE PRINT 
STREET ADDRESS—§_  __ 


CITY ZONE —____STATE. 
REQUESTED 8Y—__{_ 
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Floor-Veyor, Jr., will transfer many 
types of packages from level to in- 
clined conveyors,’ and vice versa. 
Pitch need not be changed as direc- 
tion of flow is reversed, thus saving 
time. 

This attachment is made in two 
widths to fit 10- or 16-inch belt. 
Over-all length is 30 inches. It is 
furnished with adjustable steel chan- 
nel guard rails and Ruff-Top belt. 


an na 
308—Louvered Window 








The Jeffrey Howard Company, Los 
Angeles, Calif., offers a louvered 
window “that any handyman can in- 
stall.” 

The Louvre-Lite is said to be rain- 
proof and prowler-proof, even when 
fully open. It consists of two series 
of louver-glass clips on bars that are 
attached at each side or top and bot- 
tom of the window frame. Into these 
clips are inserted 3/16-inch crystal 
glass panes. 

A single handle opens and closes 
the panes, which can be cleaned on 
both sides from inside. 


vy vv 


309—-Screen Display Unit 


The Rudiger-Lang Company, P. O. 
Box 408, Toccoa, Ga., offers a new 
display for Tension-tite window 
screens. It is available to dealers on 
a cooperative basis. 

The display 
presents a work- 
ing model of the 
screen, points out 
the advantages of 
all . aluminum 
screens, and 
stresses their 
easy installation 
and low cost. 

The sample 
screen turns on a 
pivot so the cus- 
tomer can exam- 
ine both § sides 
without changing 
position. It is 
suitable for aisle 
positions since 
copy is the same 
on both sides. 





- PRODUCTS IN BRIEF 


For full details on these new products, return coupon on page 52 





B-517. Fairfield’s light-weight 
troughed belt conveyor model No. 666 
is said to handle 75 yards of sand, 
gravel, or similar building materials 
an hour. It has a twin hydraulic 
boom hoist; underslung axle; slide 
trough; 14-inch 4-ply belt, and it 
comes in lengths up to 25 feet. 


B-518. U. S. Gypsum’s Rocklath 
insulating plaster base is now being 
shipped in clip-bundled packages. 
This simple spring clip fastener holds 
sheets together and is quickly re- 
moved so that sheets are ready to be 
lifted out. 


B-519. The Speedway § gravity 
“wheel” conveyors are quickly as- 
sembled or taken apart. The Speed- 
Wheel, with rollers on 3-, 4%4-, 6-, 9-, 
or 12-inch centers, carries materials 
either in a straight line or around 
curves. The SpeedTube, made in the 
same 5- and 10-foot lengths, consists 
of rolling tubes. 


B-520. New Bedford sisal rope is 
now packaged in self-dispensing car- 
tons and marked at 10-foot intervals. 
This pre-measured rope simplifies 
sales and stays clean and unsnarled 
in the carton. It comes in a green 
and black package to distinguish it 
from New Bedford manila rope in 
the red and black package. 


B-521. The Hydra-Lizer hydraulic 
ladder stabilizer consists of two steel 
legs that act as plungers in vertical 
tubes attached to the lower ends of 
the ladder rails. For use on ice, soft 
ground, or slippery asphalt, the steel 
plate has four sharp teeth to dig into 
the surface. The valve assembly ad- 
justs to any ladder width between 17 
and 29 inches and remains locked 
when it is closed. 


B-522. The Delta miter gage can 
now be equipped with attachment No. 
865 to facilitate making miter cuts 
and cutting irregular stock. It con- 
sists of a bracket and two clamps 
that hold work firmly in position. 


B-523. The Window Wonder, a 
small hand tool with “double radius” 
saw teeth, opens windows that are 
warped, swollen, or stuck from paint. 
Retailing for 98 cents, it has a solid 
hard maple handle finished in red. 


B-524. Improved Krauser-Boyd 
registers have a_ sturdier hanging 
mark and closure. Made of heavy- 
gage enameled steel with a grille that 
provides directional air flow and con- 
ceals the interior, the register has a 
duct that is tightly sealed when not 
in use. 


B-525. Paviseal masonry coating is 
said to keep water from exterior 
porous masonry buildings and joints 
by repelling it. It keeps water in 
drops, preventing it from penetrating 
the surface. It is applied by brush or 
spray for protection for from 10 to 
20 years. 


B-526. The new economy model 
Delta forced warm-air furnace has a 
full-size blower, gun-type burner, 
and a durable heat exchanger. It is 
said to sell for only slightly more 
than previous vaporizing-burner 
models and has an output of 90,000 
BTU. 


B-527. Modocoll wallpaper paste is 
said to be completely non-staining 
and odorless. The makers claim that 
it never separates or gets lumpy and 
is not affected by summer heat and 
freezing temperatures. It will not sup- 
port vermin, insects, mildew, or fun- 
gus. 


B-528. Tremwax is a self-polishing, 
slip-resistant liquid wax. Suitable for 
use on all types of floors, it exceeds 
by 50 per cent the accepted safety 
specifications for floor wax. 


B-529. The new Standard model 
refrigerator is a six-foot box designed 
for use in apartments and small 
houses. It has 12.54 square feet of 
shelf space and its three aluminum 
full-sized ice cube trays hold 84 
cubes. It is 51% inches high, 24 inches 
wide, and 23% inches deep. It re- 
tails for about $199.95. 


B-530. Macoba—or African cherry 
—plywood panels are now on the 
market for the first time. This veneer 
has a rich red color and a texture 
finer than mahogany. Both rotary 
cut and sliced Macoba panels are 
available. 


B-531. Nu Surfas Pen-Trating Wax 
is an easily applied liquid to reduce 
maintenance cost on wood, concrete, 
terrazzo, marble, ceramic tile, lino- 
leum, and cork. It makes floors safer 
and adds years of life to commercial 
and industrial flooring. It also is said 
to make floor water-resistant, grease- 
proof, stain-proof, and mar-proof. 


B-532. The swivel yarn sweeper 
has a galvanized steel frame holding 
the yarn, that turns with swivel ac- 
tion to get at all out-of-the way spots. 


B-533. The Speed Cutter is a com- 
pact, ruggedly constructed tile cutter 
for installing asphalt, rubber, lino- 
leum, or vinyl tiles. Calibrations on 
the base permit precision cutting of 
pieces. 


B-534, A 7-inch saw, model No. 700, 
has been added to the Millers Falls 
line of portable electric saws. This 
11-pound saw has a 2%-inch capacity 
at 90 degrees and will make 45-de- 
gree miter cuts in finished 2-inch 
lumber. 


B-535. The National door lockset 
series “410” is designed with the ac- 
cent on simplicity. Finished in bright 
or dull brass, bright or dull chrome, 
and dull bronze, these locksets are 
for exterior or interior doors. 


B-536. The snap-on Trusteel stud 
shoe simplifies and speeds erection 
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New hydraulic 


CU LOADER attachment sit want a facts, so... 


MAIL COUPON TODAY! 


Permits ready adaptation of Ross Fork Truck lumber handling 
system to all types of storage sheds. Saves storage space, saves a 


THE ROSS CARRIER COMPANY 


170 Miller Street, Benton Harbor, Michigan, U.S.A. 


man-power, cuts handling costs. 

“BIN-LOADER” does not interfere with normal fork truck 
operation. In addition, it can be readily detached when de- 
sired — on or off in a matter of minutes. 

“BIN-LOADER” is easily interchangeable with scoop bucket, 
snow plow and all other Ross attachments. 

“BIN-LOADER” is controlled from the fork truck cab by 
the driver. 


Send details on BIN-LOADER Attachment 
for Ross Fork Trucks 

Name__ 

Company. paths 


THE ROSS CARRIER COMPANY ae 


; Direct Factory Branches and Distributors Throughout the World 
170 Miller St., Benton Harbor, Michigan, U.S.A. 
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of United States Gypsum metal studs 
for metal lath. It connects studs to 
runners, eliminating crimping. 


B-537. Sapolin radiator and range 
enamel is a new heat-resistant paint 
suitable for painting radiators and 
similar objects that reach a high 
temperature. It permits matching 
radiators with walls to make them 
less conspicuous. The new paint is 
said to withstand rough wear, scrub- 
bing, boiling water and grease, and 
temperatures up to 500 degrees F. 


vv ¥v 
310—Iridescent Panel 


_ The East Coast Tileboard Corpora- 
tion, 41 Wyckoff Avenue, Brooklyn 
27, N. Y., announces a new panel- 
board with an “iridescent” pattern 
that simulates, through subtle shad- 
ings, an interesting hammered ef- 
fect. \ 
It is available either unscored or 
with wide, three-dimensional, beveled 
scoring. It comes in sheet sizes- 4x4, 
4x6, and 4x8 feet. Plastic-coated for 
easy cleaning, it is made in gray, 
blue, green, and cocoa. 1 


~vY¥v 
311—Pallet Racks 


Equipment Manufacturing, Inc., 
Box 3838, Detroit 5, Mich., announces 
a line of prefabricated tubular and 
structural type steel pallet racks. 

The tubular type racks are quickly 
erected, without cutting or burning, 
to suit the dealer’s particular load 
height. Extension posts are used 
where higher loads require added 
shelf clearance. They can be quickly 
knocked down to suit changing ware- 
house conditions. 

The structural type racks are 
quickly assembled for more perma- 
nent use and are bolted together. 
Company engineers will make free 
estimates and layouts for individual 
needs. 


vy v¥ 
312—Aluminum Door 


The Weather-Vane Corporation, 
611 South Flower Street, Burbank, 
Calif., announces a new flush panel, 
side-hung residential interior alumi- 
num door and vise-grip jamb. 

This Truline door is free from 
warp, resistant to fire and sound and 
thermal transmission. 

The doors are 1%8 inches thick 
and are made of flat aluminum sheet 
of not less than 24-gage thickness. 
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Jambs are the continuous clamp type 
capable of absorbing deviations up 
to % inch in thickness and opening 
deviations up to % inch. They are 
made in standard and special sizes. 


vv vv 


313—Fork-Lift Truck 


The Clark Equipment Company, 
Battle Creek, Mich., announces the 
Yardlift-150, a new lift truck for out- 
of-doors handling of loads up to 
15,000 pounds. 

A hand wheel 22 inches in diame- 
ter, operating a hydraulic power 
steering linkage, can be operated me- 
chanically. 

The truck is compactly designed 
for minimum turning radius. An 
extra-wide axle provides maximum 
stability under load. 


vvv 


314—Lawn Chair Kit 


The Long-Bell Lumber Company, 
Longview, Wash., now has on the 
market a kit for assembling “with 
nails and 30 minutes of time” an at- 
tractive lawn chair. 

Assembly is completed in four 
steps. The chair’s 30 pieces are made 
of Douglas fir and are precision cut 
and sanded for snug fit. Holes have 
been drilled to facilitate driving 
nails. 

The chair has a form-fitting seat, 
gently sloping back, and arms that are 
wide enough to hold picnic plate and 
glass. A magazine rack is tucked un- 
derneath the seat. 


el, di ad 


315—Wrecking Tool 


The Calumet Steel Castings Corpo- 


ration, 1636 Summer Street, Ham- 
mond, Ind., now offers a new wreck- 
ing tool, the “Ripper Jack.” 

The tool is a combination crowbar, 
ply-rod, nail puller, and sledge that 
can be used in almost any position, 
on either side or above or below the 
structure being dismantled. It is de- 
signed to dismantle wood structures 
without hurting the lumber. 

Made of steel, the Ripper Jack is 
said to be light enough for easy 
manipulation on the job. 


vv ¥v 
316—Plastic Finish 


The Minnesota Platon Corporation, 
Pipestone, Minn., announces Platon, 
a new pure phenolic piastic finish for 
wood surfaces. Its wear- and corro- 
sion-resisting qualities are claimed to 
be far superior to ordinary paints 
and varnishes. 

Platon contains no oil or other de- 
teriorating substances. It is said to be 
alcohol and moisture proof, acid re- 
sistant, fire retardant, and highly re- 
sistant to all usual corrosive wear. 

Applied cold by brushes, sprayers, 
or dipping processes, Platon becomes 
dust free within 10 minutes, tack- 
free in 30 minutes, and retains its 
gloss for years. It is said not to make 
tloors slippery. 

Coverage is up to 1,000 square feet 
a gallon. 


317—Awning Windows 


The Ludman Corporation, P. O. 
Box 4541, Miami, Fla., announces that 
Auto-Lok weatherstripped awning 
windows are now made in wood. 
They are said to be “sealed like a re- 
frigerator” with vinyl plastic. 

Like other Auto-Lok windows, they 
can be left partly open for ventila- 
tion during rainstorms and all the 
way open for greater ventilation than 
is possible with double-hung units. 

Ludman engineers are available to 
help dealers or builders with any 
wr installation or planning prob- 
em. 


vvwv 


318—Radiant Concrete 


The Products Planning Company, 
Bakewell Building, Pittsburgh, Pa., 
announces a new development in con- 
crete. It is said to have a higher heat- 
conductivity that will reduce pipe re- 
quired for radiant heating systems 
from 25 to 30 per cent. 

The invention comprises a formula 
of special aggregates that are blend- 
ed and added to the concrete and 
other plastic masses. These aggregates 
increase the flow of heat and the 
wearing qualities of concretes sold in 
commercial grades. When tested by 
the Pittsburgh Testing Laboratory, 
the concrete withstood a pressure of 
at least 4,200 pounds a square inch. 

The product will be distributed by 
licensees of the patent. 


319—Re-Roofing Shingle 


The Celotex Corporation, 120 South 
LaSalle Street, Chicago 3, Ill., now 
makes a lock-type 140-pound asphalt 
re-roofing shingle. 

Called “Sta-Tite,” this self-aligning 
shingle goes on quickly over old roofs 
with only two nails required for each 
shingle. The hexagonal design and 
unusual color harmony make roofs 
more attractive. 

Sta-Tites are made in evergreen, 
cedar green blend, Mediterranean 
blue blend, and terra-cotta red blend. 


wv¥v 
320—Modern Pre-Fabs 


The Pease Woodwork Company, 
Cincinnati, Ohio, has added models 
of contemporary architectural de- 
signs to its Peaseway line of prefab- 
ricated homes. These homes take only 
a few weeks to complete and can be 
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SEND FOR FULL DETAILS OF 
THIS EXCITING NEW PRODUCT 


PLANKWELD&sS... 


ghbed ebbuteb aa UNITED STATES PLYWOOD CORPORATION 


55 West 44th Street, New York 18, N.Y SBS-6-5! 


Manufactured and Distributed by 
UNITED STATES PLYWOOD CORPORATION ° 
New York 18, N. Y. : 


Please send me full details on how | can become a 
Plankweld dealer. 


| 


and U. $.—MENGEL PLYWOODS, INC. 


Louisville, Ky. cumnaes 
Branches in Principal Cities 


Warehouses in Chief Trading Areas * Dealers Everywhere ADDRESS 
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erected either on concrete slabs or 
over a conventional basement. 

The Peaseway Archwood model 
contains four bedrooms, living-dining 
room, kitchen, and bath on one floor. 
It has built-in summer-winter air- 
conditioning and insulated, horizon- 
tally-sliding plate-glass windows, 
and hardwood floors. 

The three-bedroom Crestwood and 
the two-bedroom Eastwood have the 
same features. A variety of exterior 
finishes can be used on all three 
homes, but an extremely modern 
touch is achieved by use of vertical- 
ly-applied rived surface red cedar 
siding, finished in natural wood color. 


vvv 


321—Kitchen Ventilator 


Trade-Wind Motorfans, Inc., 5725 
S. Main St., Los Angeles 37, Calif., 
now makes a new ceiling model ven- 
tilator for kitchens and all small 
rooms up to 1,000 cubic feet. This 
model 1501 Clipper ventilator has 
dual blower wheels and interchange- 
able horizontal and_ vertical ~ dis= 
charge. 

Its relatively slow speed assures 
quiet air movement. The 1/3-HP mo- 
tor is completely isolated from greasy 
air stream. 

The metal housing is permanently 
installed between joists. The unit is 
7% inches high, 8% inches wide, and 
14 inches long. 


vvYv 


322—Plane Guide 


The Bratton Company, Edwards- 
ville, Kan., now makes a new plane 
guide, the Square-Ezy. 

According to the maker, even an 
amateur carpenter can attach the 
Square-Ezy to a standard plane and 
make perfect, uniform glue joints in 
a few seconds the first time. 

This plane guide consists of a 
clamp with a free-turning cylindrical 
sleeve that extends below the base of 
the plane to act as a fence and keep 
the plane at a perfect right angle to 
the side of the board being planed. 
It has a hardwood knob on the side 
for putting sideward and downward 
pressure on the plane. It is made in 
various sizes to fit all planes. 


vwv¥v 


323—Wall Panels 


The American Bildrok Company, 
2001 W. Pershing Road, Chicago, II1., 
announces that its new structural 
wall panels and lightweight aggregate 
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building materials have received full 
approval by an independent outside 
testing agency after only six months 
of production. 

The basic components of these wall 
panels are not critical materials. 
Made from a perlite aggregate with 
portland cement as a binder, Bildrok 
panels come in a variety of shapes, 
sizes, and designs for residential and 
commercial use. They can be cut, 
sawed, nailed, or drilled. 

In a recent test, wall erection time 
for a house made with Bildrok 
panels was 23.5 hours, compared to 
123 hours for a frame house of the 
same size and design. 


vvYv 


324—Radiant Baseboard 


The Minimite Company, 3700 W. 
Roosevelt Road, Chicago, Ill., an- 
nounces Convect-O-Base, a new base- 
board radiation that can easily be 
installed on the rough framework of 
a house or building and the installa- 
tion completed while all piping is 
accessible for testing. 

It is said to save from 10 to 50 per 
cent on installation costs. No special 
tools are required. 

Styled to harmonize with any room 
interior, Convect-O-Base consists of 
three units—back cover, heating sec- 
tion, and front cover. The back-cover 
nails to the studs or furring strips 
and can be recessed or flush mounted 
on remodeling installations. 

Heating sections are mounted on 
self-locking pipe supports and can be 
easily shortened. 
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325—Caulk and Gun 


The Carroll Shellac and Varnish 
Company, Philadelphia 25, Pa., an- 
nounces the “Caulk ’n Gun,” a handy 
package of caulk with applicating 
nozzle. 

Containing enough caulking com- 
pound to furnish 100 lineal feet of 
tight, continuous pliable seal, the 
package can be thrown away when 
empty. A screw-operated ejector in 
the container feeds a uniform amount 
of compound through the applicator 
tip by a simple twist of the wrist. 

Directions on the back of the 
package tell the user how it is ap- 
plied on such items as the family 
boat, wall crevices, and other small 
sealing jobs. It is said to be less ex- 
pensive than the regular cartridge 
and gun combination. 


AIA Announces Winners 
of Literature Awards 


For excellence in their technical 
and promotional literature pre- 
pared for guidance of architects, 28 
building products manufacturers 
and trade associations last month 
were commended by a jury of 
architects at the annual meeting of 
the American Institute of Archi- 
tects in Chicago, II. 

Certificates of exceptional merit 


were awarded to the Anemostat 
Corporation of America and to the 
Bettinger Enamel Corporation. 
Certificates of merit were re- 
ceived from AIA by the Louisville 
Cement Company (for dry brick 
walls), U. S. Gypsum Company 
(for data book on lath and plas- 
ter), Chase Brass and Copper 
Company (for copper roofing 
products), Acoustical Materials 
Association (for sound absorption 
coefficients), U. S. Plywood Cor- 
poration (for architectural Weld- 
wood), Structural Clay Products 
Institute (for brick and tile engi- 
neering handbook and Brick and 
Tile publication), the E. L. Bruce 
Company (for Bruce floor prod- 
ucts), and five other firms. 
Among the organizations receiv- 
ing certificates of honorable men- 
tion for their literature from AIA 
were the Aluminum Company of 
America, National Contract Hard- 
ware Association, Armstrong Cork 
Company, Detroit Steel Products 
Company, Hopes Windows, Inc., 
Andersen Corporation, Marsh Wall 
Products, Inc., General Portland 
Cement Company, and the West- 
inghouse Electric Corporation, 


Acoustical Group to 
Push Public Relations 


Composed of leading manufac- 
turers of sound-controlling ma- 
terials in the United States, the 
Acoustical Materials Association 
has launched a public relations 
program. 

President Charles J. Nocar an- 
nounces the appointment of Ray- 
mond C. Mayer Associates in New 
York City to conduct the public re- 
lations activity for the association. 
This firm has been active for more 
than 20 years in noise research. 

“The public relations activity is 
part of the Acoustical Materials 
Association’s program to furnish 
architects and others with reliable 
data on sound absorbing materials 
and their uses,” Nocar said. “Spec- 
ial emphasis will be placed on the 
research and other public service 
projects of the association. At 
present, more than 30 per cent of 
AMA’s program is devoted to re- 
search projects.” 

Officers of the association are: 
Charles J. Nocar, president, E. F. 
Hauserman Company, Cleveland, 
Ohio; George W. Handy, vice- 
president, National Gypsum Com- 
pany, Buffalo; Wallace Waterfall, 
executive secretary, Acoustical 
Materials Association, New York 
City. 
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You'd be surprised how frequently we check carload 
shipments of Cumberland Cements on arrival at des- 
tination. Riding in a freight car is pretty rugged 
stuff—even for cement—and we want to make sure 
we're doing the best possible loading job. 

These cars are given a careful going over. We 
crawl all over the inside, and we don’t want to find 
any breakage—not one single bag. If we find evi- 


dence of load shift or damage due to rough car 


PORTLAND CEMENT COMPANY 


Chattanooga Bank Building =» 
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Third-degr C6 for freight-loads 


handling the results are charted for 


study by our 
loading experts. 

We don’t claim perfection— yet it by constant 
checking and improvement of our loading methods 
—by finding new ways and revising old ones—we 
are doing our level best to send you Cumberland 
Cements in clean, unbroken bags. As fast as we find 


better ways of loading cement without increasing 








the cost to you—we'll use ‘em 











Chattonooge 2, Tenn. 
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Ornamental Ironwork Distributors Primed 


The sales opportunities and aids 
that are available to merchants of 
ornamental ironwork were de- 
tailed to 31 distributors of this 
building commodity at a two-day 
meeting held by the Tennessee 
Fabricating Company at the Cla- 
ridge Hotel in Memphis, Tenn., 
May 4-5. Present were ornamental 
ironwork distributors from 12 
Southern and adjoining states. 

TFC’s president, Abe Sauer, out- 
lined the market research and pro- 
motional program of his firm for 
both stock and custom ornamental 
ironwork of cast and wrought iron. 
He urged the distributors to pro- 
mote this product through archi- 
tects, structural steel shops, small 
ornamental ironworks, landscape 
architects, interior decorators, 
home improvement companies, and 
building supply dealers. 

He told how profitable the sale 
of ornamental ironwork had been 
in field tests for Mississippi build- 
ing material dealers. He reported 


that a one-fourth page advertise- 
ment of TFC ornamental iron in a 
St. Louis paper drew 400 inquiries. 
He emphasized the sales help of 
trade-magazine advertising. 

Colorful new AIA catalogs of 
wrought and cast ornamental iron- 
work produced by the Tennessee 
Fabricating Company were ex- 
plained to the distributors. They 
were taken on a tour of the TFC 
plant and of many installations of 
ornamental ironwork on Memphis 
homes, housing projects, and in- 
stitutions. 

The distributors also were in- 
structed by I. (Chick) Shaffer, Her- 
man Schwartz, Maurice Fink, and 
Ed Peel on TFC production, pro- 
motion, and sales details. 

Other speakers were Warren 
Billingsley, TFC advertising direc- 
tor; Donald L. Moore, editor of 
SOUTHERN BUILDING SUPPLIES, Ace 
Bailey, Memphis Commercial-Ap- 
peal, and Francis Brunner, print- 
ing company executive. 








Among the Wholesalers 





NEW ORLEANS, LA.: Philip 
Walmsley, an importer in the Inter- 
national Trade Mart, represents lines 
of plant and antique glasses for 
Dutch plate-glass producers. 


HATTIESBURG, MISS.: The Miller 
Lumber Company has opened a 
wholesale office at 307 Magnolia 
State Building. The firm sells yel- 
low pine, cypress, hardwoods, oak 
flooring, moldings, and similar items. 


DALLAS, TEX.: The Texas Sash 
and Door Company, Fort Worth, has 
moved its Dallas operations to a 
new 6,260-square-foot warehouse at 
1427 Levee Street. 


KNOXVILLE, TENN.: The United 
States Plywood Corporation, 2734 
Middlebrook Pike, is new distributor 
in this area for Insulite building 
products. Loren H. Killion now 
serves this same area as a territory 
representative for Insulite. 


CHARLESTON, S. C.: The Allison- 
Erwin Company now distributes 
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Youngstown Kitchens for the Mullins 
Manufacturing ‘Corporation in this 
area. The firm’s branches in Ashe- 
ville, High Point, and Goldsboro, N. 
C.; and in Columbia and Greenville, 
S. C., already were Youngstown 
wholesalers. 


KANSAS CITY, KAN.: The A. C. 
Cooke Company has moved to 490- 
492 New Brotherhood Building. 


AMARILLO, TEX.: The Long-Bell 
Lumber Company has been made lo- 


cal wholesale distributor for Insulite 
sheathing, building board, plaster 
boards, and interior finish boards. 


BIRMINGHAM, ALA.: Local 
wholesale lumbermen organized the 
Birmingham Wholesale Lumbermen’s 
Club at the Bankhead Hotel here 
May 7. The group’s purpose is to pro- 
mote fellowship and discuss mutual 
problems. John Thames is president; 
James P. Dobbins, Sr., and Allen Gas- 
kin, Jr., vice-presidents, and T. C. 
Patterson, secretary-treasurer. 


CHICAGO, ILL.: C. G. Rhea was 
made manager of the Southern pine 
and hardwoods division of the whole- 
sale department of the Edward Hines 
Lumber Company. A native of Ten- 
nessee, Rhea is the third generation 
in his family to follow a career in 
the lumber industry. 


WITH HUTTIG 
IN NASHVILLE 


George P. Jenkins, Jr., is manager 
of the Nashville, Tenn., branch of 
the Huttig Sash and Door Com- 
pany. He previously served as a 
Huttig salesman in the Charlotte, 
N. C., area for five years. During 
World War II he was a captain 
in the U. S. Marine Corps. 


The Huttig Sash and Door Company’s plant in Nashville, Tenn., was re- 


cently enlarged. 


dealers in middle Tennessee and southern Kentucky. 


A millwork shop was added to give better service to 


The Nashville 


branch stocks all stancard millwork items, the Roll-Lift window unit, 
Marsh wall products, Upson boards, Insulite, Kimsul, Precision stair- 
ways, and other building products. 
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LICHTY— OF ‘‘GRIN AND BEAR IT” 


"These Slumber Buns won't make ne miss 
that 5:10 commuter AGAIN, now that 


EVERYTHING HINGES ON HACER S\' 


me © —a 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 





% 
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Wholesalers Face 
"Same Problems’ Now 


The National-American Whole- 
sale Lumber Association met for 
its 59th annual meeting at the 
Shoreham Hotel, May 15-16. At the 
opening session, Secretary-Man- 
ager Sid Darling reminded the 
wholesalers that at their last meet- 
ing held in Washington—10 years 
ago—they were facing virtually 
the same problems: mobilization, 
federal controls, and a_ possible 
war. 

He expressed the hope that all 
concerned will have profited by 
the trial-and-error experiences of 
a decade ago. 

He also reported that after a few 
more applications are confirmed, 
NAWLA membership will be over 
the 500 mark. 

To help dealers clarify their 
position in present world condi- 
tions, Norman O, Cruver, chief of 
the lumber and wood products 
branch of the Office of Price 
Stabilization, gave a report on 
OPS as it currently pertains to 
lumber. Before his recent federal 
appointment, Cruver was presi- 


dent of the Cruver Door Company, 


Tacoma and Anacortes, Wash., and 
a partner in the Cruver O'Neill 
Sales Company, Tacoma. 

Hillman Lueddemann discussed 
“The Future of the Pacific North- 
west After 100 Years of Progress.” 
He is president of the West Coast 
Lumberman’s Association. 

The National-American counsel, 
Howard B. Harte, discussed the 
importance of “meeting of minds” 
in the sale of lumber, pointing out 
the numerous troubles following 
an erroneous assumption that 
there was an agreement on certain 
matters in sales relationships. 

The WCLA manager, Paul C. 
Stevens, told the group that the 
Facific Northwest lumber industry 
broke all previous production 
records in 1950. He also cited the 
problems of a car shortage in the 
West and the use of trucks to 
alleviate the situation. 

Joseph F. Leopold, Dallas, Tex.., 
humorously enlightened members 
of the many groups in the country 
that are not paying taxes and 
urged them to do something about 
it by forcefully contacting their 
Congressmen. 

Arthur A. Hood, editor of Amer- 
ican Lumberman, spoke on the 
seven stages of sales management, 
and W. H. McLallen, president of 
the Red Cedar Shingle Bureau and 
Stained Shingle and Shake As- 
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sociation, commented on the revo- 
lution of the shingle business. 

More than 350 persons attended 
the banquet and heard Senator 
Everett McKinley Dirksen, from 
Illinois, speak on “State of the 
Union.” 

The former first and second vice- 
presidents moved up a step to head 
the association for the year, Ed- 
ward W. Conklin, Mixer and Com- 
pany, Buffalo, N. Y., is now presi- 
dent. Roy M. Janin, Roy M. Janin 
Lumber Company, Portland, Ore., 
is first vice-president. The new 
second vice-president, J. Philip 
Boyd, J. Philip Boyd and Com- 
pany, Chicago, Ill, was chosen 
from the directors. 

Treasurer Frank S. McNally, 
Sherman Lumber, Inc., New York, 
and Secretary-Directing Manager 
Sid L. Darling, New York, were re- 
elected. 


All Plastic Laminates 
Are Not Truly Formica 


The Formica Company, Cincin- 
nati manufacturer of laminated 
plastics, is pressing its campaign 
for proper brandname recognition 
with a mailing to 16,000 furniture 
dealers, 15,000 Formica fabricators 
and dealers, and 500 editors of 
consumer and trade publications. 

The current mailing is a replica 
of a school slate. It points out that 
while types of things are spelled 
with lower-case letters, Formica is 
a brand name and should be cap- 
italized—if the material concerned 
is laminated plastic made by the 
Formica Company. 

For the past three years, the 
company has engaged in continu- 
ous efforts to guard against its 
trade-name becoming _ generic, 
with a consequent loss of brand 
identity. 


MacArthur Greeted with 
Orchids—and Plywood 


In preparation for General 
Douglas MacArthur’s triumphant 
procession through Chicago's 
famous “loop,” $30,000 worth of 
orchids were bought to rain down 
on the “old soldier,’ throngs of 
people jammed the streets far in 
advance—and experienced mer- 
chants lined their show windows 
with Douglas fir plywood. 

These merchants have found 
that such crowds can push through 
a plate-glass window like a sheet 
of paper and that plywood is the 
best protection against this hazard. 


Fort Bragg Housing 
Project Is Pre-Fab 


One of the first military housing 
projects using prefabricated con- 
struction for both single dwelling 
and apartment units is now near- 
ing completion at Fort Bragg, N. C. 

The project contains 1,000 family 
units, located in qa self-contained 
community. The dwelling units are 
one-story, single, detached houses. 
The garden apartment buildings 
contain two, four, five, or six units. 

The dwellings have three bed- 
rooms, and rent for $80 to $105, 
plus utilities and telephone, The 
largest house has two baths, living- 
room with a fireplace, dining al- 
cove, and carport. More modest are 
houses with one and a half baths, 
living room, dining alcove, and 
carport. Still others have one bath, 
combination living and dining- 
room, and no carport. 

Apartment rents vary from $70 
to $79, including heat, hot water, 
and maintenance of the grounds. 
Light and telephone costs are paid 
by the occupants. 


Brick Manufacturers 
Meet in Florida 


Members of the Southern Brick 
and Tile Manufacturers Associa- 
tion combined two interesting busi- 
ness sessions with relaxation and 
pleasure at their ninth annual 
meeting in Ponte Vedra, Fla., May 
18 and 19. 

The highlight of the meeting 
was the presentation of details of 
the new insulated cavity wall and 
other projects of the Structural 
Clay Products Research Founda- 
tion as part of their $1,250,000 re- 
search program. Robert B. Taylor, 
the Foundation director, described 
the wall. 

W. W. Coates, Jr., head of his 
own firm in Austin, Tex., that 
builds all-masonry homes, told 
some 50 men of the details of this 
construction. 

John S. Herbert, W. J. Bush and 
Company, Nashville, Tenn., ad- 
vanced from vice-president to 
president of the association for the 
coming year. Kenneth W. Dun- 
wody, Cherokee Brick and Tile 
Company, . Macon, Ga., former 
board chairman, was elected vice- 
president. Secretary - Treasurer 
Kenneth H. Merry, Merry Brothers 
Brick and Tile Company, Augusta, 
Ga., was re-elected. 
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Galders! for protection 

aud added afpfpearauce « 

Lo your homes —you cant 
beat Leigh Metal 


AWNINGS — permanent type made of heavy gauge, double 
protected steel; zinc coated and bonderized; two coats of baked 
enamel; in three attractive colors; inside is white for light reflec- 
tion; three sizes; one piece construction makes for easy installation. 





FLOWER BOXES —a large attractive unit, 
30” long, 634” deep with a 10” projection. 
Built of double-protected steel, complete with 
installation screws. Furnished in three colors, 
green, blue and tile red. 





DOOR CANOPIES — smart 
styling adds to the appearance 
of doorways and gives perma- 
nent protection from rain, 
snow and sun. Built of double 
protected steel; has built-in drip 
channel. Unit can be installed in 
a few minutes. Built in two sizes, 
and available in three colors, 
green, blue, and tile red. 





YOu CANT BEAT THEM FOR 
QUALITY AND LOW COST 











_& 


New Style MILK & PACKAG 

E 
ROOF VENTILATOR Secertane ATTIC VENTILATORS 
2 Sizes A tandar izes 


Py o> 
a 
TRIANGLE 
VENTILATORS 


2 Sizes 


ORNAMENTAL 
WINDOW SHUTTERS 


21h Write today for a FREE copy of the Air Control Pocket Catalog showing complete line. 


‘|rouucs|, LEIGH BUILDING PRODUCTS Division 


YF - 


v ~— Y COOPERSVILLE, | SUN ST. 


: AIR CONTROL PRODUCTS, INC. 


MICHIGAN 
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ADVANTAGES 
THAT SELL 


VENTO 


AL 








— 
=~ BOTTOM 
VENTILATION 





REMOVABLE 
SASH 


@ Adjustable Ventilation 
Effortless operation gives any 
of three openings, or remov- 
able sash. 


© Weathertight Construction 
Double contact with leak- 
proof watershed sill stops 
wind and rain. 


@ Maximum Strength and Rigidity 
Sturdy 14 gauge frame, elec- 
trically welded throughout. 
Fins welded to jambs for easy ' 
installation in block or poured 
concrete walls. 


Also casement, utility and barn win- 
dows, Vento steel lintels for cost- 
saving block construction. Write for 
full information. 


VENTO Ses! Pas 


253 COLORADO AVE. * BUFFALO 15,N.Y. 
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LOUISIANA 


SHREVEPORT: Mrs. Marilyn Hef- 
lin is manager-director of the new 
Hotpoint kitchen planning service 
of the Southern Building Supply 
Company. 


BASTROP: Joe Turpin has been 
made manager of the Terzia Lumber 
Company, after serving as acting 
manager for several months. 


BERNICE: The Lindsey Lumber 
Company recently won special recog- 
nition from its insurance agency for 
an outstanding 1950 safety record. 
The company’s accident frequency 
was half that of the national aver- 
age for the lumber industry. J. D. 
Lindsey received the bronze en- 
graved plaque. 


LAKE CHARLES: Oscar F. Max- 
field, Louisiana Western Lumber 
Company, was recently elected to a 
three-year term as a director of the 
Lake Charles Credit Bureau. 


CROWLEY: New steps, a concrete 
parking area, new doors and win- 
dows, and a marquee across the front 
have been added to the Acadia Lum- 
ber Yard. Dan Fruge, the owner, says 
the entire lumber plant was painted 
for spring, too. 


WATERPROOF: The T and T Lum- 
ber Company recently filed articles 
of incorporation, listing capital stock 
at $30,000. 


KENTUCKY 


BOWLING GREEN: The secretary 
of state has issued a charter to the 
Barren River Lumber Company to 
cut, process, and retail lumber. 


MISSOURI 


SIKESTON: Charles Conn, manag- 
er of the Sikeston Lumber Company, 
was installed recently as president of 
the Chamber of Commerce. 


SHELBINA: Claude Hawkins was 
honored recently at a dinner mark- 
ing his 50th year as manager of a 
North Missouri Lumber Company 
yard. Forty-five company officials, 
store managers, and wives were pres- 
ent. Hawkins received a diamond 
emblem and a handsome lounge 
chair. He has headed company yards 
in Meadville, Quitman, Burlington 
Junction, Tarkio, and Shelbina. 


FAYETTE: Reed S. Patterson is 
now manager of the LaCrosse Lum- 
ber Company, succeeding Raymond 
Brame, who returned to Slater. 


PATTONSBURG: Claude Gibson 
has moved here from Highland, Kan., 
to manage the Richardson Lumber 
Company. 


KANSAS CITY: Following the 
election of P. M. Beach as chairman 
of the board of the Badger Lumber 
Company, Inc., A. T. Seaver was 
elevated to the presidency to suc- 
ceed Beach. 


SOUTH CAROLINA 


GREENVILLE: The Holland Con- 
struction Company has been granted 
a charter to erect buildings and to 
deal in building supplies. Courtney 
P. Holland is president of the firm. 


OKLAHOMA 


CALVIN: The Hundley Lumber 
Company recently opened its new 
store, which replaced the one that 
burned down a year ago. In addition 
to showing off its new yard, the com- 
pany presented a $4,000 home for 
public inspection. 


KANSAS 


MEDICINE LODGE: Personnel of 
the T. M. Deal Lumber Company re- 
port that more than 1,000 persons 
attended their recent “open house” 
to see their new housing develop- 
ment of 10 homes. 


LAWRENCE: Harold Kueker, Jr., 
has been promoted to manager of the 
Logan Moore Lumber Company. He 
replaces Ray Hicks, who left for a 
vacation in California and New Mexi- 
co. 


TOWANDA: Merton Reed has as- 
sumed management of the Comley 
Lumber Company. His wife is the 
firm’s bookkeeper. 


LARNED: The Michaelsen Lumber 
Company recently held “open house” 
and presented a building material 
show on a Friday night and all day 
Saturday. Movies of the application 
of building materials were shown 
and manufacturers’ representatives 
explained various products. 


MANHATTAN: The Cofield Lum- 
ber Company entertained the public 
recently to show off its completely 
rebuilt yard. Owner L. O. Cofield 
is proud of the 40x98-foot building 
for display and offices and a new 
36x80-foot lumber shed. 


SALINA: The Leidigh and Havens 
Lumber Company has moved to its 
new air-conditioned building at 200 
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LOCAL JOBBER STOCKS MAKE IT EASY TO SELL 


TENSION-tule 


*Trademark 


WINDOW SCREENS 


DEALERS CARRY JUST 
THE FAST MOVING SIZES 


TENSION-tite screens are made in all standard modular and 
fractional sizes . . . and are stocked by jobbers located in 
most areas. Carry the fast-moving sizes, and rely on your 
jobber for immediate service on fill-in stocks. 

More than a million TENSION-tite aluminum screens are 
now in use. Are you getting your share of this attractive 
screen business? 





i 
© ALL ALUMINUM! 
; @ NO PAINTING EVER! 
= =» WON'T RUST OR STAIN 
@ INSTALLED FROM INSIDE 


PRESS DOWN PUSH OUT 


For easy window washing WITHIN 5 MINUTES! 
| coSTS LESS THAN 
OLD-TYPE SCREENS! 
MORE THAN A MILLION 


Exclusive NOW IN USE! 
GUIDE BAR pane 


SPEEDS INSTALLATION aoe 


DE BAR shows exactly where to place the five ae Peer 


Taneriite GS fect fit. Only tool needed is a screw driver. 


screws for a per 





Lots of Merchandising Help 


Your jobber is prepared to supply you with 
display material, models, folders, stickers, 
and other merchandising aids so that 

you can let your customers know 

that you carry popular 

TENSION-tite aluminum screens. % 





WRITE OR WIRE TODAY FOR NAME OF JOBBER IN YOUR AREA 


RUDIGER-LANG CO. 


Factories in Berkeley, Calif., and Toccoa, Ga. 
2701 EIGHTH STREET, BERKELEY 10, CALIFORNIA P. O. BOX 468, TOCCOA, GEORGIA 
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North Fifth. The old office was razed 
to provide customer parking space. 


WICHITA: About 100 persons at- 
tended a recent dinner in honor of 
the 60th anniversary in business of 
the Metz Lumber Company. Toast- 
master was D. O. Metz, who has been 
president since 1937 when the 
founder, J. W. Metz, died. Thirteen 
employees received 25-year buttons 
and eight were awarded 10-year pins. 
One employee had served the com- 
pany 50 years and another, 43 years. 

. . Floyd T. Amsden, local lumber 
company president and president of 
the board of city commissioners, was 
recently elected mayor of Wichita. 
He received the largest number of 
votes ever cast for a Wichita com- 
mission candidate. 


HARTFORD: The Hardman-Snow- 
den Lumber Company has bought the 
Hartford Lumber Company. Leo Her- 
rick who continues to manage the 
Hartford yard, says that the business 
will be run as usual except with a 
larger inventory of materials. 


OTTAWA: “They completely 
swamped us,” Robert McCrea com- 
mented about the Ottawa Lumber 
Company’s “open house” recently. 
Nearly 1,500 people crowded in to see 
the new store. 


LINDSBORG: Dr. Herman G. 
Thorstenberg, who has operated the 
Thorstenberg Lumber Yard heré for 
more than 25 years, recently sold his 
interests to Elmer Larson. 


FLORIDA 


SARASOTA: John E. Neel, former 
associate of the Orange State Lum- 
ber Company and former Junior 
Chamber of Commerce president, has 
been named head of the industry and 
manufacturing materials branch of 
the Office of Price Stabilization in 
south Florida. 


ARKANSAS 


BATESVILLE: Clair Schaefer is 
now retail manager of the Jeffery 
Lumber Company. Experienced in ar- 
chitectural work and retail sales, 
Jeffery formerly was with the B. J. 
Pearce Lumber Company in Searcy. 


TEXAS 


CLAUDE: Charles Evans is new 
manager of the local lumber yard 
here. He moved from Tipton, Okla., 
where he managed the Mitchell- 
Goodwin Lumber Company. 


GREENVILLE: Following comple- 
tion of a remodeling and moderniza- 
tion program for the company’s 75th 
birthday, the Lyon-Gray Lumber 
Company’s yard at 2910 Wesley 
Street held “open house” with door 
prizes for friends who registered. 


HOUSTON: Ed W. Taylor, Taylor 
Lumber Company, has been appoint- 
ed to the Texas Building Industry 
Council. This council is composed of 





OAK FLOORING 


AT 


ITS BEST 


realtors, mortgage bankers, home- 
builders, and dealers to devise a 
slum-clearance plan for private in- 
dustry. Also appointed were For- 
rest Dinn, of the City Lumber Com- 
pany in San Antonio, and Sampson 
Wiener, of the Wiener Lumber Com- 
pany in Dallas. 


HEARNE: W. F. Sander, C and S 
Grain and Lumber Company, was 
recently installed as president of the 
Hearne Chamber of Commerce. He 
also is vice-president of his Rotary 
Club, Red Cross fund chairman, di- 
rector of the Welfare Council, vice- 
president of his Golf Association, 
past city councilman, and past di- 
rector of the Hearne Boy Scouts... . 
C. P. Henry reports that the Chandler 
Building Service has been consoli- 
lated with the Hearne Lumber Com- 
pany, and now goes under the latter 
name. Chandler assists Henry in 
managing the business. 


DALLAS: R. C. Kennedy has an- 
nounced completion of his new lum- 
ber yard. Located at 1647 South Has- 
kell, it carries a full line of lumber 
and building materials. Kennedy had 
been associated with another lumber 
yard for 10 years. 


WINNSBORO: N. H. Lockey, office 
manager of the Martin Lumber Com- 
pany, was elected president of the 
Lions Club. 


FALFURRIAS: The Zarsky Lum- 
ber Company here is now managed 
by R. F. Vassar, formerly of Pre- 
mont. He replaces Hanno Scheel, 
who has become a partner in the 
Terrace Lumber Company in Kings- 
ville. 

ABILENE: A “baby tornado” re- 
cently ripped steel sheets from the 
roof of a lumber warehouse of the 
I. N. Roberts Lumber Company and 
spread them several blocks. It also 
damaged the hood of a truck and a 
telephone cable. 


NORTH CAROLINA 


LAKE WACCAWAW: The W. M. 
Ritter Lumber Company has been 
granted a permit to build an $8,100 
office and store. 


We are in a position to ship 
Oak Flooring with Air Dried 
Yellow Pine Boards. Also 
K. D. finish molding and all 
pattern stock in pool cars. 


Obituaries 


MacPHERSON THOMPSON, 85, fa- 
ther of Clarence A. Thompson, chair- 
man of the Lumber Dealers Research 
Council, died in Champaign, IIl., May 
16. The elder Thompson had been re- 
tailing lumber in Illinois since 1892. 
He owned interests in yards in De- 
catur, Macon, and Moweagua, as well 
as in Champaign. He was a Methodist 
and a Shriner. He is survived by 
his widow, son, and brother. 


HARRY L. McKEE, SR., 63, head of 
the H. L. McKee Lumber Company 
in St. Louis, Mo., died May 26 from 
heart disease. He is survived by his 
son, who was associated with him in 
business, and his widow. 


VICTOR E. SCHUTTE, 73, president 


Block Flooring—6%4” and 9” 
to be laid in Mastic. 


HURTSBORO OAK FLOORING CO., INC. 


PLANT AT 


HURTSBORO, ALABAMA 
Phone 129 
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glas Fir 


00IS 


*The quality group of door manufac- 
turers is comprised of mills inspected 
regularly by the Fir Door Institute 
inspection service. This service is a 
check on quality completely indepen- 
dent of individual mill supervision, 
The doors produced by these manu- 
facturers carry F DI grademarks: 


Acme Door Corporation 
Hoquiam, Wash. 


Buffelen Manufacturing Company 


Tacoma, Wash. 


Cruver Door Company 
Anacortes, Wash. 


Klamath Door Company 
Klamath Falls, Ore. 


M and M Wood Working Company 
Portiand, Ore. 


E. A. Nord Co., Inc. 
Everett, Wash. 


Puget Sound Manufacturing Co. 
Tacoma, Wash. 


Robinson Plywood & Timber Co. 
Everett, Wash. 

Simpson Logging Company 
Seattle, Wash. 


Vancouver Door Company 
Montesano, Wash. 


The Wheeler Osgood Company 


Tacoma, Wash. 


For Real Beauty... 


and Quality, too—It’s Grade- 
Marked Douglas Fir Doors 





There’s beauty you can see .. . quality you can trust 
in quality manufactured* Douglas Fir, Western 
Hemlock, and Sitka Spruce doors. 
Architect-designed for beauty, FDI-Inspected 
doors are produced in 2] entrance door designs, 36 
interior door designs, several garage door designs. 
Cape Cod, Monterey or Contemporary — there’s a 
style, size and grade to fit exactly every architec- 
tural treatment . . . blend with every decor. 
Performance-engineered for perfect alignment, 
perfect balance . . . doors bearing the FDI hall- 
mark of quality are manufactured and inspected 
in strict accord with rigid Department of Com- 


merce quality standards. 


Genuine FDI-Inspected doors are Fir Door Institute 


stamped with official industry grade- 
marks shown at left. These marks are 
far more than grade identification. 
They are your assurance of uniform 
quality and craftsmanship. Furnished 
at buyer's request are notarized Cer- 
tificates of Inspection attesting manu- 
facture and inspection in accord with 
U.S. Commercial Standard CS73-48 or 
Cs91-41. 


Tacoma 2, Washington 
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of the Schutte Lumber Company in 
Olathe, Kan., for more than 40 years, 
died May 10. His estate, valued at 
approximately one million dollars, 
was left mostly to his widow, with 
provision for its use for charitable, 
scientific, or educational purposes. 
He also left specific amounts to the 
Children’s Mercy Hospital and to six 
employees and friends. 


GORDON B. RUTLEDGE, 42, pro- 
prietor of the Rutledge Lumber and 
Manufacturing Company, Chattanoo- 
ga, Tenn., died unexpectedly at his 
home May 20. He leaves a widow, 
two daughters, and his mother. 


ALLAN C. RAMSEY, of the T. W. 
Ramsey Lumber Company in Tampa, 
Fla., died May 6. He was a director 
of the Florida Lumber and Millwork 
Association and chairman of the 
board of trustees of the Florida 
Building Materials Industries Self- 
Insurors Fund. 


ARON MARVIN STONESTREET, 69, 
Durant, Miss., lumberman, died re- 
cently. He was a Mason and a Luther- 
an. Surviving are his widow, broth- 
er, and five sisters. 


J. B. FARRIS, 77, lumber dealer in 
Denton, Tex., for 25 years, died in a 
Dallas hospital recently. He had been 
active in state and national politics 
and was a steward and trustee of the 
First Methodist Church of Dallas. He 
leaves his widow, three sons, a 
daughter, and eight grandchildren. 


BAYARD HAMPTON ELLINGTON, 


who had operated the Ellington-Fay ~ 


Lumber Company in Fayetteville, N. 
C., died May 1. He formerly was a 


member of the Fayetteville Rotary 
and Kiwanis Clubs and Chamber of 
Commerce. He is survived by his 
widow and sister. 


CHARLES ALEXANDER, SR., 64, 
owner of the C. P. Alexander and 
Son Lumber Company, recently died 
in West Columbia, Tex. Also a part- 
ner in the Alexander Brothers lum- 
ber firm, with mills in Tennessee, 
Louisiana, and Mississippi, he was an 
active Baptist and Mason. Besides his 
partner and son, Charles, Jr., he 
leaves another son, three daughters, 
and widow. 


RAYMOND F. ALLEN, 29, salesman 
for Bird and Son, asphalt products 
manufacturers, was killed instantly 
in an automobile-truck collision near 
Bossier, La., on May 4. A native of 
Dallas, Tex., Allen was en route to 
his home in Memphis, Tenn. He is 
survived by his wife, son, brother. 


WILLIAM L. GODSEY, 50, operator 
of the Sinclair Lumber Company in 
Laurinburg, N. C., passed away re- 
cently. He is survived by his wid- 
ow, two sons, and daughter. 


L. A. TAYLOR, 74, lumber yard op- 
erator and building contractor of 
Henderson, Ky., died recently. He 
was a prominent Mason and active 
Baptist. 


W. W. ILER, 65, president of the 
Lookout Lumber Company, died May 
8 in a hospital in his native Chatta- 
nooga, Tenn. He had been a member 
of the First Baptist Church for more 
than 50 years and was active in Ma- 
sonic, Shrine, and Boy Scout work. 
He leaves his widow and one nephew. 
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YOU WILL SELL 


MORE PENTA 
THIS SUMMER 


nr 
PENTA advertising is reaching retail customers this 
* year. Over 50,000,000 readers of BE 


TTER HOMES & 


GARDENS, TIME, COUNTRY GENTLEMAN, and 
other publications will see how PENTA solutions pro- 
tect wood, how PENTA makes wood last three to 
five times longer. Look for these Dow Chemical 
Company advertisements. 


When customers come into your store this summer, 
show them PENTA WATER REPELLENT PRE- 
SERVATIVE in the handy pint, quart, and one-gallon 
cans. Tell them how easy it is to apply; how it offers 
positive protection against termites and rot; how 
you can paint treated wood ... you have made another 
sale. If you are not already carrying PENTA WATER 
REPELLENT PRESERVATIVE in your line, better 
get some. Write today for full details and sales helps. 


CHAPMAN CHEMICAL COMPANY 
Distributors of Dowicides for the Dow Chemical Company 


707 Dermon Building, Dept. $-1 


Memphis 3, Tennessee 





Lone Star Steel 
Eleets 4 Directors 


Lone Star Stee] Company stock- 
holders at their annual meeting 
recently elected four new members 
to the firm’s board of directors. 
They are Robert Foree and Frank 
Ryburn, Jr., both of Dallas; Charles 
P. McGaha, of Wichita Falls, and 
John T. Crim, of Kilgore. 

Crim drilled the second oil well 
in east Texas on the Crim farm. He 
has been active since 1931 in the 
oil business, and also in banking 
and civic circles. He is a director 
of the Kilgore and Longview na- 
tional banks, the Kilgore Chamber 
of Commerce, Ceramics Corpora- 
tion, and Federal Building and 
Loan Association. 

McGaha is president of the City 
National Bank at Wichita Falls. He 
is a director of two other banks, a 
railway, a building material firm, 
and the American Petroleum In- 
stitute. 

Foree is president of the Texas 
Independent Producers and Royal- 
ty Owners Association, having 
been in the petroleum industry 
since 1921. Engaged in the oil busi- 
ness in Dallas since 1935, he now 
is president of the Dallas Petro- 
leum Club. 

Ryburn is an outstanding young 
attorney. A member of the law 
firm of Burford, Ryburn, Hincks, 
and Ford, he has represented the 
Lone Star Steel Company since its 
organization in 1942. 


Producers Council Has 
New Charlotte Chapter 


The new chapter of Producers 
Council in Charlotte, N. C., had its 
first regular dinner meeting at the 
Hotel Charlotte on May 25. Pro- 
gram feature enjoyed by 134 per- 
sons was the “table top” display of 
members’ products and services. 

The new Charlotte chapter— 
31st local unit of the Producers 
Council—was presented its charter 
at an April organizational dinner 
by A. Naughton Lane, national PC 
president, of St. Louis, Mo. 

President of the Charlotte chap- 
ter is L. J. Schenck, of the Libbey- 
Owens-Ford Glass Company. John 
Mitchell, of the American Radiator 
and Standard Sanitary Corpora- 
tion, is vice-president. The secre- 
tary-treasurer is Jerry Blucher, of 
the Roddis Panel and Door Com- 
pany. 

According to Blucher, the chap- 
ter will hold its next meeting in 
September. 
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“INSURE Yourself—Buy Coal Now” 
is the summer slogan suggested to re- 
tailers by the Southeastern Retail 
Coal Association to urge their regu- 
lar buyers to stock coal now. Install- 
ment payment for coal throughout the 
year is also being urged by many 
retailers again this year. 


SOME 18,000,000 homes—or about 
65,000,000 Americans—are heated 
with coal, according to Appalachian 
Coals, Inc. This agency describes the 
modern coal retailer as “a heating 
specialist on whom home-owners can 


d.” 


depend. 


THE PEABODY Coal Company in 
Illinois has opened a new mine, a 
multi-million-dollar venture that will 
produce 9,000 tons of superior coal a 
day—or about 2,000,000 tons a year. 
The new mine is another assurance 
against a coal shortage in the future, 
mine owners Say. 


SEPTEMBER 11-12 has been set aside 
as convention time for the American 
Retail Coal Association. The annual 
meeting returns to the headquarters 
city, Chicago, at the Morrison Hotel. 
Reservations can be made through 
the association or with the hotel. 


“COAL is still the Number One 
fuel in the home-heating market.” 
This statement comes from no less 
than the Oil-Heat Institute, an asso- 
ciation for oil-burner manufacturers! 
It is estimated that nearly 60 per cent 
of American homes are heated with 
coal. 


ANOTHER part of this “man’s world” 
has been invaded. Miss Frances Le- 
Verne Bushnell, for 12 years a book- 
keeper for the E. P. Murphy and Son, 
Inc., coal retailing firm in Richmond, 
Va., walked off with the highest 
grades in the Step-Up Sales Train- 
ing Course, She was the only one who 
scored 100 on all eight tests. 


“THE CRITICAL point at which coal 
will begin replacing currently com- 
petitive fuels on a permanent basis is 
just around the corner,” according to 
Joseph Pursglove, Jr., vice-president 
for research and development of the 
Pittsburgh (Pa.) Consolidation Coal 
Company. His analysis considers 
rates of consumption of other prod- 
ucts and traces established trends in 
competitive markets. 


“NEWSPAPER Advertising Service 
for Bituminous Coal Retailers” is a 
36-page booklet recently released by 
the National Coal Association. It of- 
fers an assortment of 100 ad copy 
ideas, 57 suggested headlines, and 40 
illustrations with which the retailer 
can “assemble” his own ads. Inex- 
pensive mats also are available. 
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- DELUXE 


Predecorated 


Panelboard 


DURABLE BAKED FINISH 


DURABLE 
BAKED FINISH 


- +» baked on fore 
xtra | 
ond extra wear steldianee 





ROUNDED-EDGE 
SCORE LINES 


- ++ give realistic deep shadow effect. 








LARGE SHEET SIZE 
. . up to 12 ft. long, 
reduces application cost. 


| ELEVEN COLORS 


.; - available in eleven pleasin col 
ayer come in solid colors, rt x4" 
tile effect, Leveline (horizontal lines 
on 8” centers) and Leatherwood. 








MODERATE PRICE 


. ..no premium for long lengths. 











Superlite Panels are sheets of Masonite Presdwood, surfaced with a 
high-gloss, durable baked-on plastic finish in eleven colors. Available in 
sheet sizes 4 ft. wide, and from 4 ft. up 
to 12 ft. long. Finished four ways: solid 
colors, tile design (4” x 4” square), Leveline 
(horizontal lines on 8” centers) and in 
Leatherwood (a grained leather effect), 
in four colors and in sheet size 4 ft. x 8 ft. 




















LEATHER- 
wooo THE EFFECT LEVELINE 
Also avoilable in plain sheets. 











SUPERIOR WALL PRODUCTS CO. 
4401 N. American St., Philadelphia 40, Pa. 
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Modern Lumber-Treating Plant Installed by Texas Mill 


THE SOUTHERN Pine Lumber 
Company in Diboll, Tex., is one of 
five lumber manufacturers in the 
Southwest to own and operate lum- 
ber treating plants. 

The firm’s new Treating Division 
is equipped to treat wood products 
according to any of today’s stand- 
ard preservative methods. The 
plant is located on the north side 
of Diboll on a 20-acre tract. Con- 
struction required one year. The 
plant began operation recently. 


Persons from throughout the na- 
tion attended the formal opening 
of the Southern Pine firm’s Treat- 
ing Division on April 10. A barbe- 
cue luncheon was served. 

The Rueping process will be used 
by the plant most of the time. This 
process uses initial air pressure be- 
fore the preservative pressure pe- 
riod. It is said to result in deeper 
penetration of the preservative, 
for the same amount of preserva- 
tive retained in the wood, than any 





NATIONAL 


DEALERS: Write for 
and catalogue showing complete 
line of Windows, 

and Millwork. 


price 


The Complete Packaged Units 
that offer Every Advantage 


Each individual unit arrives at 


Weatherstripping in place. 


The low prices and the easy handling 
make them easy selling and a favorite 


with dealers throughout the South. 


NATIONAL 
BLINDS 


giving the 


treated woods. 
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You can get 
them NOW! 


No delays, no shortages on National 
Window Units 
WOOD. Prompt shipments on trailer- 


WOODWORKS load quantities within 300 miles. 


schedules 


your 
warehouse with the sash prefitted to the 
frame, Unique Balances (or equal) and 


Made by a new method 
authentic 
appearance of slatted 
blinds at amazingly 
low price. Strongly 
built of chemically 


NATIONAL 
WOODWORKS 


2201 29th Ave., N 


made of seasoned 





. — Birmingham 7, Ala. 


other process. Southern Pine offi- 
cials have found also that it re- 
sults in a cleaner treatment with 
less “bleeding” of the preservative 
oil. 

Both creosote and pentachlora- 
phenol treatments will be used, de- 
pending upon the lumber and its 
end use. The Treating Division will 
maintain large stocks of both pre- 
servatives in huge storage tanks. 

Johnnye U. Foster, a forestry 
graduate of Louisiana State Uni- 
versity and a native of Lufkin, is 
manager of Southern Pine’s Treat- 
ing Division. He formerly was a 
district forester of the Texas For- 
est Service and was employed by 
the Koppers Company’s wood pre- 
serving division in Lufkin. 

C. F. Lord, a veteran of 30 years 
of wood-preservation service, is 
superintendent of the plant. Willie 
George is in charge of the labora- 
tory, and H. E. Whitman is head 
treating engineer. 

The creosote cylinder is 87 feet 
long and 8 feet in diameter, The 
penta treating cylinder is 50 feet 
long and 8 feet in diameter. 

Steam is supplied to the Treating 
Division through a six-inch pipe 
line that extends 3,600 feet from 
the Southern Pine Lumber Com- 
pany’s power plant. 

The Treating Division employs 
about 40 persons. The plant op- 
erates 24 hours a day, six days a 
week. 


“Johnny”? Joins Smokey 
To Fight Forest Fires 


Philip Morris and Company, 
cigarette manufacturers, have 
launched a fourth major step in 
their fire-prevention program car- 
ried on in cooperation with the 
United States Forest Service, state 
foresters, and conservation and 
lumber groups. 

At a luncheon May 10 in New 
York, Chief Forester Lyle Watts 
and Alfred E, Lyon, Philip Morris 
board chairman, unveiled a new 
weather-proofed, four-color 11x16- 
inch poster with the slogan: 
“Johnny and Smokey say: Break 
Your Match in Two! Be Sure Your 
Cigarette is Out!” 

Some 100,000 of these posters 
will be placed in and around tim- 
berland areas. 

The Philip Morris fire-preven- 
tion program started in response to 
a request by the National Board of 
Fire Underwriters to cigarette 
manufacturers several years ago. 
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DAYTONA BEACH, FLA.: The 
Volusia County Hoo-Hoo Club held 
its organizational meeting May 24 at 
the Ridgewood Hotel. Vicegerent 
Snark Tom Mitchell conducted the 
proceedings for getting the club off 
to a good start. It is Florida’s sixth 
group of Hoo-Hoos! 


DALLAS, TEX.: Club 75 held a 
grand concatenation May 21 at Cain’s 
Hitchin’ Post—and awarded a prize 
to the Cat bringing in the most Kit- 
tens. 


ST. PETERSBURG, FLA.: Members 
entertained their wives and sweet- 
hearts May 16 with a barbecue din- 
ner at Sunset Beach. Entertainment 
consisted of bingo with prizes. 


TAMPA, FLA.: Club 56 held its 
monthly meeting May 7 at the Florid- 
ian Hotel. After the business session, 
the Hoo-Hoos enjoyed a full-length 
movie, “Her Primitive Man.” 


LUFKIN, TEX.: The east Texas 
chapter of Hoo-Hoo was reactivated 
here May 5 in an impressive con- 
catenation handled by a degree team 
from Houston. Sam Kerr, whose as- 
sociation with Hoo-Hoo goes back to 
1903, told the Cats of Hoo-Hoo life 
“in the old days.” He is the sole sur- 
vivor of the famed Hoo-Hoo band 
from Lufkin that traveled the coun- 
try wherever a concatenation was to 
be held. Officers of the new Lufkin 
club include T. Gillette Tilford, presi- 
dent; Nelson Edens, vice-president; 
Al Cudlipp, secretary-treasurer, and 
Russ Eagle, vicegerent snark. 


ORLANDO, FLA.: The Orlando 
Hoo-Hoo Club will hold a_ ladies’ 
night barbecue at the Orlando Gun 
Club on June 14. Thirty-two Hoo- 
Hoos attended the club’s May meet- 
ing at Gary’s Duck Inn, Ten local 
Cats journeyed to Daytona Beach to 
participate in the organizational 
meeting of the new Volusia Hoo-Hoo 
Club on May 24. 


WASHINGTON, D. C.: Thirty-three 
Kittens were initiated at an extra- 
ordinary Hoo-Hoo concatenation held 
May 23 at the Shoreham Hotel here 
in conjunction with the semi-annual 
meeting of the board of directors of 
the National Retail Lumber Dealers 
Association. Martin F. Wiegand, 
Washington, D. C., past snark of the 
universe, headed the hooded degree 
team. Ben Springer, Milwaukee, 
Wis., secretary of Hoo-Hoo Interna- 
tional, was the visiting officer. Among 
the NPA and dealer initiates were 
Edward H. Libbey, NRLDA secre- 
tary; John Else, NRLDA national 
affairs counselor; John Oliver, assist- 
ant to the administrator of the Na- 
tional Production Authority, and 
Henry J. Munnerlyn, NRLDA execu- 
tive committeeman from Bennetts- 
ville, S. C. 


ATLANTA, GA.: Entertainment 
comprised the program of the Hoo- 
Hoo Club at its May meeting at the 
Atlanta Athletic Club. President Ross 
Hanahan announced plans for a con- 
catenation at the June meeting. 
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COOL AIR LET 


HEATFORM Model "A" 
Eight stock sizes 24” to 72” 


WARM AIR 
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WARM AIR OUTLET 


HEATFORM Model ‘'S” 
View of Fire from Front & Side 


[ Ae PEVENTS 


ASSURES tos 
MO PROPER CONSTRUCTION [*# 
| F REPLACES OF THROAT 
SUPERIOR FORM DAMPER 
the Architects’ Friend 


identifying your trade 


for 
Complimentary 


HEATFORM* 
FIREPLACE 


BOOK 


This 36-page book contains 50 beau- 
tiful interiors and fireplace designs. 


These photographs were selected 
from our National Photo Prize Con- 
test. The book contains elevations, 
sections and plans for installation of 
two HEATFORM Models: ‘‘A"’ and 
‘*S."' It also shows proper location of 
fireplace for best heating results; how 
to heat adjacent rooms on first and 
second floor, and other valuable fire- 
place information you will want. 


=S=nA- =v b 

S laren 

@® Model “A” is the standard 

HEATFORM used in homes through- 

out America for the past 30 years. 

Complete information on Model 

“A" and Superior Form Dampers 

is contained in: 

1951—Sweet’s Architectural File, Section 
29k/Su 

1951—Sweet’s Builder's File, Section 4-d/Su 

1950-51—Western States A-E-C Catalog File 


Model ‘'S'’ completely described in 
HEATFORM Fireplace Book. 


SUPERIOR FORM DAMPER 


— the Architects’ Friend — always building 
good fireplaces without your personal su- 
pervision. It saves in labor time — no forms 
to build, no bricks to cut, no throat to plas- 
ter. Cracking of masonry is eliminated by 
use of rock wool and detached lintel bar. 
It is constructed of heavy steel for lifetime 
service. 


*T. M. Reg. 


SUPERIOR FIREPLACE CO. 


Dept. SBS 512 
1708 East 15th St. 
Los Angeles 21, Calif. 


Dept. SBS 512 


7 601 North Point Rd. 


Baltimore 6, Maryland 


Pioneer manufacturers of heat circulating firepiaces and Form Dampers. Nationally adver- 
tised to millions of potential users. Sold through leading building supply dealers everywhere. 


HEAVFORM Boer! REPOACE, 


most efficient and durable of all 
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IT HAS EVERYTHING! 


SELLS ITSELF! 


HUNTINGTON 
METAL-FOLD 


SAFETY STAIR 


ALL STEEL LIFETIME 
NO COUNTERWEIGHTS © NO SLIDES 
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to Install 


Easy 7 Instructions 


IT'S SAFE AS STEEL! 
"Protects Life and Limb" 


SPACE SAVER 
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12" clearance 
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Height 
adjustable 
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Write for further information 


HUNTINGTON INDUSTRIES, INC. 


2368 Prospect ° Memphis, Tenn. 
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Still Shooting for 850.000 Starts in °51 
But 1952 Goal Uncertain, HHFA Aide Admits 


BARRING the outbreak of all-out 
war, the United States easily 
should start construction of 850,000 
non-farm dwelling units this year, 
Richard U. Ratliff, director of 
housing research for the Housing 
and Home Finance Agency, con- 
cluded in a speech before the an- 
nual meeting of the Producers 
Council in Chicago, Ill., May 8. 

But what of 1952? Dr. Ratliff 
admitted that so far “no final 
decision has been made on the 
share of productive resources to be 
available for housing production in 
1952. No 1952 housing figure has 
been finally set. You might be in- 
terested in the process by which it 
will be set out of a complicated 
balancing of the extremely complex 
needs and the equally complex 
productive resources of this nation 
in time of emergency. 

"The process quite properly per- 
mits of no competition with the 
military for the requirements for 
rearmament. The result is that all 
non-military requirements com- 
pete for the residual resources 
which, during the next two years 
at least, are destined to be insuf- 
ficient to permit present levels of 
consumption. 

“Thus, in the field of housing, 
the HHFA must make its case in 
the councils of NPA and DPA, 
finally before the Program Re- 
quirements Committee, in open 
competition with all other claimant 
agencies representing the whole 
gamut of non-military demands 
upon available resources. HHFA 
must not only demonstrate the 
need for a given volume of new 
housing and a reservation of ma- 
terials for housing maintenance 
and repair, but must also translate 
this need into tons of metal and 
board feet of lumber.” 

Charles Luckman, former of- 
ficial of Rexall Drugs and other 
large corporations and now a 
practicing architect in California, 
spoke to the Producers Council on 
“The Client’s Point of View.” 
Luckman explained that he had 
had the opportunity of “buying 
buildings of every type from coast 
to coast and in widely divergent 
eras of depression, post-depression, 
pre-war, wartime, and post-war. 
From this reservoir of personal ex- 
perience comes a positive convic- 
tion that, when a client builds—be 
it a house or a hospital—he wants 
four things: 
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“1. The cost to be within his own 
predetermined budget; or to be 
within the estimate submitted by 
the architect. 

“2. The plan to meet his re- 
quirements in the most efficient 
manner. 

“3. The building, when com- 
pleted, to have some artistic merit. 

“4. The designing and building 
to be done in a manner which will 
protect him against his own ex- 
perience.” 

Luckman admitted that the last 
three objectives usually can be, 
and often are, achieved. But the 
first one of completing a building 
within the predetermined estimate 
or budget, he declared, is the one 
of which the whole building indus- 
try generally falls short—and the 
one that leaves such a bad taste in 
the mouth of the client, 

He urged the Producers Council 
members to undertake research 
and cooperation with other indus- 
try segments that would result in 
realization of this first and fore- 
most objective of the construction 
client, 


Creighton C. Graves, above, is 
now president of the Huttig Sash 
and Door Company of Texas, with 
headquarters in Dallas. He has 
been sales manager of the firm 
there since 1942 after having sold 
for Huttig in St. Louis, Mo., and 
Roanoke, Va. His election as pres- 
ident is a move by the parent cor- 
poration in St. Louis to have all 
subsidiary companies headed by 
a local officer instead of by the 
president of the parent firm. 
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how white 1s white? 


Gui Trinity White — the whitest white cement. 
Trinity White is a true portland cement. It meets all 


In William Shakespeare's words: Federal and ASTM sg; cations. Sell Trinity White 

ee ‘ for architectural concrete units, terrazzo, stucco, paint, 
aS te perfect white shows like ornamental work, tile setting, etc. When ordering ask 

; ee by by] for it by its full name Trinity White — it’s widely 

r eeece < : 7 

- April daisy in the aaa advertised to your trade 


Trinity Division, 
General Portland Cement Co., 
111 W. Monroe St., Chicago; 
Repablie Bank Bldg., Dallas; 


® s 
Tl | { | ] 816 W. Sth St.; Los Angeles. 


White / : 


PORTLAND CEMENT 








“much easier to complete 
ap tern Be. the sale...” 

“in comparison to other 
rental equipment, tile 
cutters need the least 
maintenance...” 


“increased sales volume... “ 


“both of these cutters paid 
for themselves... “ 


oe ; a4 a oe 
ae aon 4 Please send me FREE BUL- 
9 MJ. |p DUCTS C0. a vets _ 7 LETIN S on the JMJ Tile 
4 Cutter Rental Plan and name 


MAKERS OF THE FAMOUS PT-91 PLASTIC TILE CUTTER of menses See 
NAME 
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CITY ZONE 
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PRECISION 


folding stairway 


NO SPRINGS 
NO ADJUSTMENTS 


SIMPLE AND EASY TO OPERATE © 
A slight pull of the cord and the 
cleverly engineered counter weights 
silently ease the stairway into down 
position. The same counter weights 
return the stairway to its up position 
with equal ease. 

RUGGED AND STRONG 
Construction of No. | kiln dried poplar 
throughout. Brackets and rocker arms 
made of cast aluminum, hinges of cast 
brass. Trim is not furnished. All parts 
are numbered and_ interchangeable. 
Frame is made to fit 26" x 54" open- 
ing in ceiling. 

INSULATED 
Panel is insulated with Cellufoam and 
protected with tough chip board. 

| SAFETY TREAD 
Each step is covered with regular run- 
ning-board composition safety treads. 
Adds to appearance as well as safety. 

FITS ALL CEILINGS 
The stairway fits any ceiling from 7 feet 
to 9 feet, 9 inches figured from finished 
floor to finished ceiling. Runners are 
graduated to facilitate cutting off at 
different heights. Two standard sizes: 
8 9" fits from 7' to 8' 9" ceiling, 9° 9" 
fits from 8' 9" to 9° 9" ceiling. 

REQUIRES NO ATTIC SPACE 
Full height above attic floor is only 36". 
Folds completely into 26" x 54" open- 
ing in ceiling. 

SHIPPED IN 1 PACKAGE 
Precision Stairways are packed com- 
pletely in one heavy carton, assembled 
and ready for installation, which offers 
a considerable savings over other attic 
stairways. Shipping weight 125 pounds. 
Sold by more than 12,000 dealers in 
U.S.A. and Canada. 


For complete information write us today 
Manufactured by 


PRECISION PARTS CORP. 


NOTES ON 


MANUFACTURERS 


NN ee 


NASHVILLE, TENN.: In the recent 
inter-plant bowling championship 
contest, sponsored by the Marquette 
Cement Manufacturing Company for 
its employees throughout the nation, 
the Nashville team was the winner. 
Team Captain Jesse King received a 
trophy from the company vice-presi- 
dent, D. S. Colburn. 


KNOXVILLE, TENN.: Park G. 
Vestal has succeeded his late father, 
James Park Vestal, as president and 
treasurer of the Vestal Lumber and 
Manufacturing Company. Emmet P. 
Vaughn was made vice-president; 
George F. Vestal, secretary, and Joe 
D. Penland, comptroller. 


FLUSHING, N. Y.: The Grant Pul- 
ley and Hardware Company held 
ground-breaking ceremonies May 3 
for a new wing on the plant here. 


KANSAS CITY, MO.: The Ameri- 
can Asphalt Roof Corporation is 
doubling its investment with a new 
$750,000 dry felt mill. The initial ca- 
pacity will be 18,000 tons a year and 
production is scheduled to start this 
month. 


PINE BLUFF, ARK.: During the 
last three months, the Sturgis Lum- 
ber Company has bought 85,322 acres 
of state-owned land. 


AIKEN, S. C.: A $20,000 Cavitex 
brick factory is being built two miles 
from here. Copied from old Roman 
brick, Cavitex brick is made in 32 
colors. 


PINEY WOODS, MISS.: Frank 
Scates has bought the Elton Mills 
Lumber Company here for liquida- 
tion. He operates the Scates Ma- 
chinery and Supply Company in 
Jackson. 


SPARTANBURG, S. C.: The Brust 
Door and Plywood Company has been 
granted a charter to manufacture 
plywood and deal in rough and fin- 
ished lumber. 


WINNSBORO, S. C.: The Winns- 
boro Plywood Company secured a 
charter with rights to manufacture, 
handle, and distribute plywood. S. R. 
McMaster, Jr., is president. 


BERRIEN SPRINGS, MICH.: In 
opening the newest division of the 


Yale and Towne Manufacturing Com- 
pany in this quiet rural community, 
President Gilbert W. Chapman pre- 
dicted that an increasing number of 
factories will be established in small- 
er towns. Visitors witnessed modern 
methods of making Yale and Towne’s 
door closers, locks, and other build- 
ers hardware. 


SAN DIEGO, CALIF.: Besides ad- 
ditions to the plant here of the Alsy- 
nite Company of America, makers of 
translucent plastic sheeting, two new 
plants have been announced. One is 
to be in Portsmouth, Ohio, and the 
second somewhere in the South. 


LONGVIEW, WASH.: T. E. Hep- 
penstall has been elected vice-presi- 
dent in charge of engineering of the 
Long-Bell Lumber Company. He has 
been with Long-Bell 28 years, be- 
ginning as a draftsman and advanc- 
ing to chief production engineer. 


FORT SMITH, ARK.: Peter S. 
Watzek, 37-year-old executive of the 
Crossett (Ark.) Lumber Company, 
was named “Young Man of the Year” 
by the Arkansas Junior Chamber of 
Commerce at its convention here re- 
cently. 


STOWE TOWNSHIP, N. Y.: H. A. 
Hachmeister, president of Hachmeis- 
ter-Inc., has announced construction 
of a new plant here that will occu- 
py 80,000 feet. The company pro- 
duces 28 per cent of the nation’s as- 
phalt tile flooring and also makes 
plastic wall tile, industrial chemicals, 
and baking supplies. 


MEMPHIS, TENN.: Abe _ Sauer, 
president of the Tennessee Fabricat- 
ing Company, manufacturers of or- 
namental ironwork, announces the 
appointment of Herman Schwartz as 
sales manager. Formerly field engi- 
neer, Schwartz succeeds I. (Chick) 
Schaffer, who is now assistant to 
President Sauer in the expanded or- 
ganization. 

TORRANCE, CALIF.: The Pitts- 
burgh Plant Glass Company’s new 
$1,250,000 paint plant here produces 
house paints, varnishes, resins, in- 
dustrial and automotive finishes. It 
occupies a triangular 15-acre site. 


PITTSBURGH, PA.: Burton S. 
Dow, Jr., has been appointed man- 
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ager of the new local warehouse of 
the Georgia-Pacific Plywood Com- 
pany by James L. Buckley, vice- 
president of G-P’s Eastern Division. 
Dow has had over 20 years’ experi- 
ence in the sale of lumber and mill- 
work. 


WAYNESBORO, VA.: The Blue 
Ridge Plywood Corporation soon will 
have a new home on New Hope Road. 
The $25,000 building will house new 
machinery as well as their present 
equipment. 


CONWAY, S. C.: The Dargan Lum- 
ber Company recently invited the 
public to an “open house” to inspect 
its new buildings on the third anni- 
versary of the day a fire destroyed 
the planing mill and other property. 
The rebuilding program included in- 
stallation of a “package system” of 
handling lumber. 


FORDYCE, ARK.: The Macdonald- 
Anderson Manufacturing Company 
soon will have a new plant here to 
make parquet flooring blocks. An- 
other unit may be built here in the 
near future to double this plant. 


BENTON, ARK.: Employees of the 
Farm Bureau Lumber Corporation 
recently were awarded safety cer- 
tificates. They have worked four 
years or more without a lost-time ac- 
cident. 


FAIRMONT, W. VA.: The plant 
here that produces Westinghouse 
fluorescent lamps, sealed beam auto- 
motive lamps, and glass tubing is 
now headed by James E. Woodall. 


STOCKTON, GA.: The Logan 
Lumber Company of Sampson and 
Montgomery, Ala., has opened a 
sawmill here. It has a capacity to 
produce a million feet of lumber a 
month. 


NEW YORK, N. Y.: The Westing- 
house Electric Corporation has re- 
ceived the Merit Award from the 
American Society of Industrial Engi- 
neers for leadership in research, 
engineering, design, and manufac- 
ture of its home laundry equipment. 


LONGVIEW, WASH.: L. L. Chip- 
man and George S. Hays each re- 
ceived 50-year service awards from 
the Long-Bell Lumber Company at a 
special banquet in their honor. Chip- 
man started in the coal department 
in 1901 and now manages the Long- 
view mills. He is a director and 
member of the company’s advisory 
committee. Hays started in the mills 
in Hudson, Ark., and is now manager 
of Long-Bell Vaughn division. 


name of the “town we talk about” 
for each day. The first two persons 
to bring the correct answers into 
the lumber company on the morn- 
ing following the announcement 
received a gallon of Flatlux paint. 
Each day’s winners were an- 
nounced over the radio. 


Fire Prevention Signs 


Some 5,600 metal highway signs 
—of six different designs—have 
been erected throughout Virginia 
to urge motorists to protect Vir- 


ginia timberlands from fire. 

Messages of these signs are 
“Crush Your Cigarette—Prevent 
Forest Fires”; “Use Your Ash 
Tray, Keep Virginia Green, Break 
Your Match,’—all combined with 
“Prevent Forest Fires”; ‘Forest 
Fires Destroy Timber, Game, Soil,” 
and “Drown Your Camp Fire— 
Keep Virginia Green.” 

Department of Conservation and 
Development officials say that 
along primary and paved second- 
ary highways in Virginia, there is 
a fire prevention sign every seven 
miles, 
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Architectural and Commercial 
Awning Windows @ Commercial 
Projected Windows e Pivoted 
Windows e Security Windows 


The Empire Line of Steel Windows offers 
opportunities to dealers to handle a steel 
window product which is rapidly growing in 
favor with Southern users. This line of win- 
dows, properly engineered, accurately and 
sturdily built, is bonderized to produce a 
better window, yet sells at competitive 
prices. 


Write for literature. 


DECATUR IRON & STEEL CO. 


Decatur Alabama 
Serving Southern Builders for Over 60 Years 


Lumber Dealer Sponsors 
“Talk of the Town” 


During the week of May 7-11, 
the Gillespie County Lumber Com- 
pany, Fredericksburg, Tex., at- 
tracted a lot of attention by spon- 
soring a “Talk of the Town Con- 
test.” 

Announcer Bill Henry of radio 
station KNAF spelled out a 
jumbled mixture of letters of the 
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LOOK ..... 


WHAT YOU CAN COVER! 


with NU-WALL sonpine PLASTER 


Reg. U. S. Pat. Off. 


SAVES HOURS OF TIME 


. .. Restores old walls — Bonds 
tight to new dry wall. 


...A one coat textured finish 
in itself. 


... Takes all regular plaster 


finishes. 


It's new! It's different! It's tried and 
proven. NU-WALL bonds permanently 
‘to any firm surface. It eliminates time, 
trouble and expense of knocking down 
old plaster or removing wood trim. 
"It's economical and practical. 


Nu-Wall bonds permanently to 
cracked, chipped or painted walls, 
* Spanish plaster, glazed tile, smoothest 
\ concrete, brick, fiberboard, wallboard 
_ and insulation board. 


| Applied about !/g" thick NU-WALL is 
an ideal bond coat ready for any pre- 

‘ferred plaster finish, or it can be used 
‘as a texture finish coat ready for paint 
or spraying. 


You and your customers will be enthu- 
siastic about NU-WALL bonding plas- 
ter once they see it—use it. 


Brumfield Plastering, Stuccoing Co., 
Warsaw, Indiana 


Mr. Robert Brumfield says: both myself 
and my client were more than satisfied 
with the results. . . NU-Wall bonded 
perfectly to the previously painted sur- 
faces. | will push your product 100% 
all the way. .. 1 am advising my dealer 
to stock NU-Wall. . . 


Wholesalers — Jobbers 


Territories Still Available 


NU-WALL Manufacturing Company 
923 N. 19th St., Dept. B, Milwaukee 3, Wis. 
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NU-WALL permanently covers 
painted or glazed Brick, old plas- 
ter or damaged walls of any kind. 











NU-WALL is easily applied over 
glazed tile, smooth concrete, Span- 
ish plaster . . . without costly 
preparation. 
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* NU-WALL Bonds to slick sur- 
| faces, such as plasterboard, 
I dry wall . . . and enables 
| you to have a plaster finished 
| wall under conditions that 
| would have made the use of 
| ordinary plaster impossible. 


write for 
complete details 
today 














0. P. S. DAY 
(From page 23) 


type of price control that is clear, 
simple, unambiguous.” 

In this simple, clear, unambigu- 
ous phraseology, Regulation 7 then 
defines what sellers are covered as 
follows: 

“(a) This regulation applies to 
any seller whose sales of articles 
covered by this regulation to in- 
dividual ultimate consumers con- 
stitute more than 10 per cent of 
the merchandise covered by this 
regulation which he buys and sells 
in substantially the same form.” 

If after studying this gem of 
simplicity a merchant decides it 
applies to his operations, he then 
proceeds further with Regulation 
7. It comprises 24 pages of fine 
print, and some 30,000 or more 
words are used in the effort to ex- 
plain this “clear, simple” price con- 
trol device, in which the merchan- 
dise covered is divided into several 
hundred different categories. 

But apparently some thousands 
or tens of thousands of the mer- 
chants subject to No. 7 did not 
understand this clear, simple regu- 
lation—so the original effective 
date was postponed 30 days, and 
then it was postponed another 
month. 

After referring to the difficulty 
of comprehending and operating 
under such regulations as No. 7, we 
recently asked a top OPS official 
this question: 

“Would it not be much more 
practical, merely to operate under 
a general regulation, permitting on 
each category or item of merchan- 
dise, the same percentage or dol- 
lars-and-cents margin as in the 
base period? Or is it the purpose of 
price control to provide jobs for an 
army of accountants and lawyers?” 

The official OPS answer, in part, 
was: “The control of prices in 
thousands of industries, on millions 
of products, is a complicated task. 
If a regulation is to be effective, it 
must be enforceable and this re- 
quires considerable detailing of 
what sellers may and may not do 
under it.” 

So the OPS continues to carry on 
the “detailing’”—to the extent, we 
feel, that ultimately the whole 
price control structure may break 
down for the simple reason that 
Mr, DiSalle’s organization is mak- 
ing price control too complicated a 
task.—T.W.M. 





Plywood Association 
Offers Sales Helps 


The Douglas Fir Plywood Asso- 
ciation, Tacoma 2, Wash., has pre- 
pared a package of sales helps for 
plywood promotion to help dealers 
“get in the picture.” 

Advertising mats are offered for 
10 cents each. 

Also offered for a nominal fee 
are envelope stuffers, self-mailers, 
boat plans, fence plans, homecraft 
project plans, farm _ structure 


plans, “idea booklets,’ and dis- 
plays. 

One-minute radio commercials 
and chain-break announcements 
are sent without charge. 

The Douglas Fir Plywood As- 
sociation also has just issued the 
first catalog on _ plastic-surfaced 


plywood. For use by dealers, archi- 
tects, engineers, and other speci- 


fiers, the catalog describes the 
types of plastic-surfaced Douglas 
fir plywood, properties and appli- 
cations of the overlay panels, and 
recommendations for the use of the 
new premium-surface panel ma- 
terial 


GLASS HANDBOOK. A new poc- 
ket-size handbook of data sheets has 
been issued to replace the loose-leaf 
handbook on Pittsburgh glass prod- 
ucts. Information is given on all 
types of glass and accessories. The 
Pittsburgh Plate Glass Company, 632 
Duquesne Way, Pittsburgh, Pa. 


MATERIALS HANDLING. The 
“What’s New and Better?” issue of 
the Clark Equipment Company’s 
publication, Material Handling News, 
describes various improvements made 
in Clark equipment. It contains pic- 
tures of basic models and sketches 
that show performance. Send re- 
quest on company letterhead to 
Clark Equipment Company, Indus- 
trial Truck Division, Battle Creek, 
Mich. 


INVISIBLE HINGES. The advan- 
tages and more attractive effects ob- 
tained by the use of concealed hinges 
are explained and pictured in a new 
booklet, “How to Obtain Beautiful 
Effects.” The Soss Manufacturing 
Company, 21777 Hoover Road, De- 
troit 5, Mich. 








Most 


“BEAUTIFUL HOMES of Wood” is 
a full-color booklet designed “to 
awaken or rekindle a desire to build 
a new home.” It contains a variety of 
wood home designs, with brief sales 
messages about the practicality of 
wood. The West Coast Lumbermen’s 
Association, 1410 S. W. Morrison St., 
Portland 5, Ore. 


“FARM INSULATION with Double 
Efficiency” is a three-color illustrated 
booklet describing farm uses of Zono- 
lite vermiculite products. It pictures 
typical poultry houses, barns, milk 
houses. The Zonolite Company, 135 
S. LaSalle St., Chicago 3, III. 


DOOR STANDARDS. The United 
States Department of Commerce has 
published a booklet of standards for 
hardwood veneered doors as a guide 
to both producers and buyers. This 
Commercial Standard 171-50 is avail- 
able for 10 cents from the Superin- 
tendent of Documents, U. S. Govern- 
ment Printing Office, Washington 
25, D. C. 


ROOF PROBLEMS. “Solving Roof 
Problems,” an _ attractive 32-page 
brochure, thoroughly explores such 
subjects as types of roofs, how they 
are built, what factors affect de- 
terioration, and how roof troubles 
are diagnosed and treated. It is illus- 
trated with photographs, drawings, 
and diagrams. The Tremco Manufac- 
turing Company, 8701 Kinsman Road, 
Cleveland, Ohio. 


METAL LATH. Catalog No. 492-L, 
“Penmetal Metal Lath and Plastering 
Accessories,” contains full descrip- 
tions and illustrations of Penn Metal 
products. The second section gives de- 
tailed instructions and specifications 
for use of these materials. The Penn 
Metal Company, Inc., 205 E. 42nd 
Street, New York 17, N. Y. 


APPLIANCE LINE. New specifica- 
tion sheets are available on General 
Electric clothes dryers, washers, iron- 
ers, dishwashers. Attractive new 
booklet shows various appliances in 
use. The General Electric Company, 
Bridgeport 2, Conn. 


booklet 
Service 


HOME PLAN AIDS. New 
presents the National Plan 
1951 line of merchandising aids to 
help promote homebuilding. It de- 
scribes home-plan books, calendars, 
and literature. National Plan Serv- 
ice, Inc., 1315 W. Congress St., 
Chicago 7, III. 


TILE CUTTERS. Two folders de- 
scribe J. M. J. tile cutters and a tile 
cutter rental service designed to pro- 
mote more tile sales. Display and ad- 
vertising material, and rental forms, 
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y free- Some fora fee 


also available. The J. M. J. Products 
Company, Belleville, Il. 


WALL TILE TIPS. The makers of 
Hako Coronet plastic wall tile offer 
a special illetin containing handy 
tips for faster, easier, and better in- 
stallation such tile. Hachmeister, 
Inc., 2332 Forbes Street, Pittsburgh 
13, Pa 


SEWAGE DISPOSAL. The Ex- 
tension Service of Oklahoma A and 
M College has prepared a booklet 
that describes a simple, safe, and ef- 
fective means of sewage disposal 
wherever public sewers are not avail- 
able. It shows construction details of 
an efficient septic tank. The Okla- 
homa Lumbermen’s Association, 815 
Leonhardt Building, Oklahoma City, 
Okla. 


PAINT PROMOTION. A set of 
giant color cards is available to 
selected dealers who participate in 
Eagle-Picher’s paint sales campaign. 
Loaned to dealers, the cards give a 
better idea how new paint shades 
will actually look on walls and blend 
with furniture The Eagle-Picher 
Company, 900 American Building, 
Cincinnati Ohio 


MOVING AIR COMFORT. “How 
to have Comfort from Moving Air” is 
a 180-page book that serves as a buy- 
ing guide, reference, and sales train- 
ing manual. Over 100 manufacturers 
cooperated with the makers of Tor- 
rington fan blades to produce this 
1951 edition of the “Gold Book.” It 
covers 23 broad classifications of ven- 
tilating equi ent. The Torrington 
Manufacturing Company, Torrington, 
Conn 


ASPHALT ROOF MOVIE. The 
Hollywood-produced motion picture, 
“The Outside Story,” traces the story 
of American homes from the earliest 
homes of logs, covered with crude 
hand-split shakes to present homes 
with modern, asphalt roofs. It is ob- 
tained for showings to clubs, schools, 
builders’ groups, and others from the 
United States Gypsum Company, 300 
West Adams Street, Chicago 6, III. 


FAN DISPLAY. A novel dealer dis- 
play that the appearance of a 
home window, including drapes, is 
designed to show how the new 18- 
and 22-inch R and M window fans 
look installed. Display requires a 
45x12-inch space and is lithographed 
in four colors. Robbins and Myers, 
Inc., Fan Division, 387 S. Front St., 
Memphis, Tenn 


“PLUMBING CARE and Repair,” 
a new booklet suitable for a mailing 
piece or hand-out literature, suggests 
home remedies for minor annoyances 


has 
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FRICID Offers 7 
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\ COMPLETE 
‘LINE OF 
it 
WANS 


FOF cirry PILTPOSE 


A complete line of Pedestat-wWell _ 
Ceiling and Counter Fons of mod=— 
ern streamlined design 


Frigid’ Economy and Heavy Duty 
Belt Driven Attic & Industrial Fans 
Quiet Operation. For Upright or 
ail ager pox; 





Simple | 





a . 
Frigid Patented Hassock Fan. 
Equipped with Sealed Bearing G.E. 
Motor that never needs oiling. 
Runs on 3 Quiet Speeds. Hand- ._ 
some golden tan finish. Sturdy and 
Safe. Low Price. 


WR24 & WR 30 Electrically revers- 
ible window fan with grill in front 
ond back. Acts as exhaust fan—then 
at the flick of a switch becomes 
an intake fan. Hommertone finish. 
Simple Installation 


WR20. Electrically Reversible, thin 
streamlined beauty. From an ex- 
haust fan to an intake fan at the 
mere flick of a switch. Operates at 
3 Quiet Speeds. Adjustable from 
28” to 34” wide. Popular Price 


Square Frame Heavy Duty Quiet 
Exhaust Fan — 4 Blade Aluminum 
Propeller. Welded Steel Frames. 
G.E. Motors 
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such as clogged drains, dripping fau- 
cets, and others. At the same time it 
strongly warns that there is no sub- 
stitute for a licensed plumber’s skill 
and experience. The Plumbing and 
Heating Industries Bureau, 35 East 
Wacker Drive, Chicago 1, Ill, sup- 
plies the booklets at 10 cents each. 


FIRESCREEN PROMOTION. A 
new packet for dealers contains 
folders with selling points of Flex- 
screen flexible firescreens and other 
Bennett fireplace accessories. It de- 
scribes advertising materials avail- 
able to help sell these products. 
Bennett-Ireland, Inc., Flexscreen Di- 
vision, Norwich, N. Y. 


WESTERN PINE. A new schedule 
is offered listing the Western Pine 
Association’s 78 promotional and 
technical publications available to 
building supply dealers and others. 
It contains an order blank for check- 
ing off desired publications. The 
Western Pine Association, 510 Yeon 
Building, Portland 4, Ore. 


PLYWOOD BUILT-INS. “A port- 
folio of Architectural Designs for 
Plywood Built-Ins’” contains more 
than 50 architectural drawings of 
clever indoor and outdoor built-in 
conveniences made of plywood. These 
were prize-winning designs in the 
1951 National Association of Home 
Builders competition for plywood 
built-ins. Douglas Fir Plywood Asso- 
ciation, Tacoma Building, Tacoma 2, 
Wash. 


ROLLING DOORS, The 1951 cata- 
log on Kinnear rolling doors tells how 
these units easily roll up and down. 
Made of wood strips, they are de- 
signed to be used as a substitute for 
steel doors or in applications where 
steel is undesirable. The Kinnear 
Manufacturing Company, Columbus 
16, Ohio. 


ELECTRIC DOOR OPERATOR. 
Catalog No. A-87 contains 40 pages of 
illustrations and data on the Aut-O- 
Door electric door operator for resi- 
dential garages. The Richards-Wilcox 
Manufacturing Company, Aurora, III. 


ADVERTISING MATCH books are 
now made with a sales message for 
Inselbric, Inselstone, and Inselwood 
sidings. The dealer’s name is imprint- 
ed on the colorful book of 28 matches. 
Jones and Brown, Inc., 439 Sixth 
Avenue, Pittsburgh 19, Pa. 


ACCOUNTING AIDS. Palmer- 
Bell’s Accountants’ Working Papers 
include 251 tested, filled-in specimen 
papers for practically any type of ac- 
counting situation. Start-to-finish 
methods are recommended to save 
time and work. The Ronald Press 
Company, New York 10, N. Y. 


“MAKE IT YOURSELF” folders 
are offered free to dealers for dis- 
tribution to potential customers for 
Southern pine. The first three folders 
in this new series tell how to make a 
picnic table and bench, a lawn chair, 
and a work bench and storage 
shelves. The Southern Pine Associa- 
tion, 520 Canal Building, New Or- 
leans, La. 


PROTECTIVE COATINGS. “The 
Story of Surface Coatings Based on 


Vinylite Resins” is a 28-page booklet 
that depicts and describes the coat- 
ings on metal, paper, cloth, masonry, 
brick, concrete, wood and other 
surfaces. The Bakelite Company, 122 
East 42nd Street, New York 17, N. Y. 


DISCOUNT CALCULATOR. Han- 
dy, pocket-size cardboard chart auto- 
matically shows net costs after vari- 
ous discounts have been deducted. 
Figures appear in the chart as an in- 
side cardboard slip is pulled upward. 
Free from the Ajax Hardware Manu- 
facturing Corporation, 4351 Valley 
Boulevard, Los Angeles 32, Calif. 


REDWOOD FINISHES. Colorful 
brochure tells the story of Liquid 
Raw-Hide redwood and cedar fin- 
ishes. It contains general instructions 
for application and a note about the 
money-back guarantee. The Linseed 
Oil Products Company, 359 Del Monte 
Street, Pasadena 3, Calif. 


“KEEP GREEN” posters, featuring 
regionalized forestry scenes, are 
again offered without charge to or- 
ganizations and schools promoting 
good forestry methods. The Southern 
poster shows recently harvested pulp- 
wood and sawlogs in the forest. The 
American Forest Products Industries, 
Inc., 1319 Eighteenth Street N. W., 
Washington 6, D. C. 


WALLBOARD DISPLAYS. New 
Roxdale display material stresses an 
“install it yourself” theme. A color- 
ful lithographed window display 








ORDER YOUR SUPPLY 


VENTILATORS 


Get these pure Pig Iron Ventilators to 
fill future requirements NOW—later 
deliveries <A be slow. Standard 
8''x16" size. Weight 4 Ibs. each. Take 
advantage of the EXTRA profit pos- 
sibilities. Get your order in, today! 


SPECIAL PRICE —— 
Lots of 100 to 1000...... 56¢ ea. 


Lots of 1000 or more..... 4]7¢ ea. 
Prices F.O.B. Foundry 











For Increased profit and sales, write us 
for Information about Ornamental Iron 
Columns, Railings and Brackets you can 
sell from stock! 


TENNESSEE FABRICATING CO. 


1490 GRIMES S$T., © MEMPHIS, TENN 
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SAVE we 80% 
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Cedar Shingle Roofs 


Cost of materials including decking is the only right 

way to get true comparative costs on complete 
roofing jobs. 

Figure it out for yourself! Compute the complete 

cost per square of roof, using any material that 

requires solid roof sheathing. Then 

compute the lower cost of using 

spaced sheathing with Certigrade 

cedar shingles. 
Cedar shingles can be laid on 


spaced sheathing because of 


CERTIGRADE 


SHINGLES __ 


RED CEDAR SHINGLE SURE 
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cost less than you think! 


’ construction, which in- 
creases overall strength of the roof. Spaced decking 


their overlapping “‘bridging’ 


saves builders nearly 50% of the costs of sheathing, 
nails and sheathing application. 

Although the unit cost of substitute roofing ma- 
terials before application is sometimes lower than the 
unit cost of Certigrade No. 1 shingles, the complete 
Certigrade roof usually costs less! 

On projects all over America, builders are dis- 
covering that, figured by the cost per square, per year 
of life, Certigrades are always your best buy. 


5510 WHITE BLDG., SEATTLE 1, WASHINGTON 
METROPOLITAN BLDG., 
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shows a kitchen scene and montages 
of Roxdale booklets on a background 
of a full-sized Roxbord sheet. The 
Roxdale Building Products Corpora- 
tion, 2916 White Plains Road, New 
York 67, N. Y. 


INSTITUTIONAL CONSTRUC- 
TION. The Producers Council Bulle- 
tin 59 contains 90 pages of product 
data on materials used in the con- 
struction of institutional buildings. 
Sections of the bulletin are headed 
Mechanical, Structural, Exterior, 
Equipment, Fenestration, and In- 
terior. The Producers Council, Inc., 
ge 15th Street N. W., Washington 5, 





“Time-Saver Standards” is a man- 
ual of essential architectural data that 
has recently been revised into a new, 
enlarged Edition No. 2 by the F. W. 
Dodge Corporation, publishers of Ar- 
chitectural Record magazine. 

Containing 884 pages, this new 
“Time-Saver Standards” is sturdily 
bound and measures 9x11x2 inches. 


magazine since the first edition. This 
second edition also contains 78 pages 
of pertinent architectural engineering 
information from Architectural Rec- 


ord. 


Construction details and 


residential buildings are 


terials and equipment. 


This architectural data manual for 
draftsmen, 
builders, and other technicians costs 
$12.50 per copy. It is available from 
119 


West 40th Street, New York 18, N. Y. 


engineers, architects, 
the F. W. Dodge Corporation, 


x K * 


“Lumberman’s Current Price List” 
is an 814x11-inch loose-leaf notebook 
for handy listing of all current prices 
by a lumber and building material 
dealer. Price sheets for various ma- 
terials and supplies are separated by 
classifica- 
tions: Paints, Nails, Fence, Lumber, 


stiff dividers into these 


Doors, Roofing, and Special. 


Sheets listing all the common sizes 
and types of the above products are 
provided, in which the dealer can 
write his current price. This book is 
especially useful now that the Office 
of Price Stabilization requires each 


dealer to maintain for public and gov- 
ernment inspection his OPS approved 
prices. 

This Price Book is available from 
the Yale Printing Company, 420 Sole- 


specifi- 
cations for all sorts of modern com- 
mercial, institutional, industrial, and 
included. 
They cover all kinds of building ma- 


The Yale firm since 1936 has been 
printing a variety of record forms 
for the lumber trade. Among these 
forms, which come in sets or pads, 
are three Specifications forms— 
memo, short, and full; short, long, 
and Detailed Estimate forms; List of 
Materials; Job Cost Summary; Con- 
tract Agreement; Promissory Note 
and Material Man’s, Mechanic’s, and 
Laborer’s Lien; Statement of Bor- 
rower. 
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“How to Operate Your Power 
Tools” is the title of a practical new 
book that dealers can utilize in three 
ways. They can obtain copies for ref- 
erence by them and their customers. 
They can buy copies to sell or to give 
to preferred customers that have 
power tools. They can furnish copies 
to the key people in their cabinet or 
millwork shops. 

Illustrated with over 700 how-to- 
do-it photographs and drawings, this 
book is a complete guide on workshop 
machines. It was edited by Milton 
Gunerman, associate editor of Home 
Craftsman magazine. 

It shows and tells how to use these 
small woodworking machines: bench, 
radial, and jig saws; lathe, drill press, 
jointer, shaper, planer, sander, router, 
portable drills, paint sprayers, and 
related power-tool accessories. 

“How to Operate Your Power 
Tools” is published by the Home 
Craftsman Publishing Corporation, 


New York 13, N. Y. It sells for 
$2.95. It contains 224 pages, includ- 
ing index. 


dad Street, San Antonio 5, Tex., for 
$3.95 complete. Sheets to replace or 
augment soiled ones also are supplied. 


It contains all 635 pages of the orig- 
inal volume plus 163 pages of archi- 
tectural standards published in the 








Dealers Profit! Contractors Save! Dealers like One-der Frames 
because their customers like them. Contractors like One-der 
Frames because they save time and money. 


ONE-DER FRAMES 


Complete One-Piece Metal Frames 


for any type of Construction Professional Bulk 


OR 
Cartridge Guns 


“QUALITY UNSURPASSED" . . . VITAL guns are 
manufactured in our plant—to highest standards— 
unconditionally guaranteed. ‘‘Maintenance’’—ever 
popular Model D-49 gun, for bulk or cartridge 


loading . . . lists for a: Other sizes and 
prices on request. VITAL CAULKING GUNS—first 


since 1909. 
ema | 


Each frame arrives on the job a 
complete, one-piece unit ready to 
set in the wall. No job-site assem- 
bly. No pieces to put together. No 
finish carpenter labor required. 
Nothing extra to buy. 


Made of 18-gauge steel, welded for 
strength, the frames are treated for 
rust prevention. They come with a 
prime coat of light gray Zine Chro- 
mate and are easily finished with 
one coat of paint—even for light 
colors. 


JOB PLANT KING CUMS 
vital aww 
a irene OOP soe 


a 
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SELECTED ALL-PURPOSE 
VITAL NOZZLE SET OF 10 


Yes, this eye-catching display rack of VITAL inter- 
changeable nozzies is one way Vital leads to extra 
sales! A large throated nozzle for every job! .. . 
Selected all-purpose nozzle set of 10—$5.45. 

SEE YOUR JOBBER OR WRITE US TODAY 


VITAL PRODUCTS MFG. CO. 
7500 Quincy Avenue, Cleveland 4, Ohio 


Prompt Delivery anywhere in the U. S 


Write for full information 


ONE-DER FRAME 
Corporation 


2109 Third Ave., North Birmingham 3, Ala. 
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SELLS BY MAIL 


(From page 25) 


pects to raise 100 of the Title I type 
through her own building corpora- 
tion. Those houses will go up 20 at 
a time—unless shortages prevent 
—on a 48-acre tract in Fort Worth 
laid out into 264 lots. 

This homebuilding means a self- 
disciplined routine for Mrs. Mar- 
tin. Last year, when the houses 
were going up, she was the first at 
the yard and the last to leave. She 
gives her personal attention to 
those houses—to color schemes of 
interior and exterior, to the 
linoleum, to the number and size 
of closets—to “the things that a 
woman looks at in a house,” she 
explained. 

Mrs. Martin is a strong believer 
in advertising of various types. 
Sometimes her advertising bill is 
$500 or more a month, She uses 
newspapers, radio, and _ other 
media, For five months of the 
Texas League baseball season, the 
Roy D. Martin Lumber Company is 
a sponsor of a radio play-by-play 
broadcast of every game played by 
the Fort Worth “Cats.” 

Mrs. Martin also buys wrestling 
time in season. She once bought 
5,000 tickets to a wrestling match 
and distributed them free. Each 
ticket, of course, bore the name of 
her lumber company. 

But she doesn’t have any adver- 
tising or publicity budget. ‘Per- 
haps I should have,” she con- 
ceded, “but I don’t. 

“What I try to do is an adequate 
amount of advertising, where I 
think it will do the most good. 
Without being dictated by a budg- 
et, my advertising has paid off, I 
can cut it down or I can splash it, 
whichever seems advisable.” 

A few years ago there was a 
chain of five Martin yards. But the 
burden was more than Mrs. Martin 
wanted to carry alone, so she sold 
three of the yards. Now there are 
two—one at Sherman, Tex., and 
the other, the “home office,” in 
Fort Worth. 

Unless you know where it is in 
Fort Worth, it is not easy to find 
the Roy D. Martin Lumber Com- 
pany’s yard at 533 Bolt Street. The 
location is so inconspicuous that a 
sign calls for attention with an ar- 
row, half a block away at the in- 
tersection with a heavily-traveled 
thoroughfare. 

In defiance of the generally-ac- 
cepted rules that govern foot and 
motor traffic, however, Mrs. Mar- 
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tin reworked the interior of the 
store, and prepared for drop-in 
trade as if expected at the rate of 
at least one customer per minute. 
And drop-in sales often run $800 
a day and more—even though 
everyone, including Mrs. Martin, 
admits it is no location whatsoever 
for drop-in business. 

In the two Martin yards, 18 peo- 
ple and eight trucks are used 
These compare with personnel of 
just one truck driver in the hesi- 
tant, entirely-by-accident begin- 
ning of this lumber business. 


Martin is somewhat weary of it. 
But it is a part’of the story of the 
Roy D, Martin Lumber Company. 

“In 1925 we decided to build a 
house,” she recalls, “and a relative 
in east Texas had a mill and 
shipped us the lumber. After the 
house was built, a sizable stack of 
lumber was left. 

“A farmer I knew wanted to buy 
some two-by-fours, so I told him to 
take them and I'd find out later 
how much he owed me. Then sev- 
eral others wanted other parts of 
the surplus. I had a lot of fun sell- 


That accidental 
been related so 


beginning has 
that Mrs 


ing it and I liked it, so I ordered 


some more lumber and that’s how 








ON THE BACK OF EVERY PANEL... 


Look-fov the Marttte Name, 


for creating 


REMEMBER— 

“Mar.iTe” on the back of every panel is the 
registered trade name for the world’s leading 
prefinished wall and ceiling panels . . . manufac- 
tured exclusively by Marsh Wall Products, Inc. 


REMEMBER— 

Every panel—whether semi-gloss (unpolished) 
Velvetex ManruitTE or high gloss (polished) De- 
luxe Marite—has the identical high-heat-bake 
plastic finish and meets the same high standard 
of quality. 

REMEMBER— 

An intensive advertising campaign is selling the 
name “Maruite” . . . telling prospects about 
Mar ite advantages. So, point out the MARLITE 
name on every panel, it’s a “guarantee of satis- 
faction” .. . it will help you sell more MARLITE. 


MARSH WALL PRODUCTS, INC., DOVER, OHIO 


Subsidiary of Masonite Corporation 


beautiful interiors 


PLASTIC-FINISHED 


“ae > 
PY] WALL and CEILING PANELS 
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the company was first started. 

“T ran the business from our 
back yard for eight years before 
Mr. Martin decided it looked like 
a go, and quit his job to join me.” 

“The yard” at that time was a 
150-foot-square shed. Now the Fort 
Worth yard is resplendent with 
modernity, since it received a com- 
plete overhauling and remodeling 
last summer, much to the satisfac- 
tion of its owner, 

“Being a woman, I finally got to 
where I couldn't stand the sight of 
the old place any more,” Mrs. Mar- 
tin admits. 


WINDOW FANS 
(From page 32) 


the life of furniture. Propeller fans 
prevent moisture-spread. 
Installation of the Window Fan 
consists merely of fastening the 
fan in a window and plugging it 
into an electrical outlet. Practical- 
ly all Window Fans are constructed 
with fool-proof safety features 
such as heavy grilles or mesh 


guards. This safety feature pro- 
vides a good selling point— 
especially where there are chil- 
dren in the family. 

Window Fans have slow-moving, 
quiet blades. However, slow blade 
movement does not impair air- 
moving capacity. Blades for Win- 
dow Fans are designed to move 
large quantities of air at these low 
speeds. 

Window Fans are portable and 
easily installed. Simple directions 
are furnished with each fan. The 
home-owner himself can make the 
installation. 

Window Fans are adjustable to 
various window sizes because they 
are equipped with brackets and 
spacers. 

When selecting fans for night- 
air-cooling in the South, remember 
that the Propeller Fan Manufac- 
turers Association recommends a 
complete air change every minute 
there. Calculate the cubic content 
of the rooms to be cooled and this 
will give you the cubic-feet-per- 
minute required. 

Select an ASHVE (American 
Society of Heating and Ventilating 
Engineers) rated fan whose pub- 
lished capacity is as close to the 
required CFM as possible. The Pro- 

















a TANDROTINE... 


v 22's Proven Faint Thinner! 


amous TANDROTINE has been returned to the market by 
popular demand! TANDROTINE is recommended wherever a 
high grade paint, enamel or varnish thinner is required. 


Preferred by professional painters and homeowners alike, TANDRO- 
TINE has a high flash point, pleasing odor and is non-irritating. It's 
excellent for thinning, cleaning brushes, removing paint and grease, 
dissolving wax and a hundred other household uses. 


TANDROTINE is a high grade product .. . as 
fine a thinner as any on the market and selling 


for a very economical price! Get new profits, 
. . Stock TANDROTINE today! 


bigger sales . 
JUNE, 1951 


TURPENTINE & ROSIN FACTORS, INC 





San Antonio Seen as 
Ceramic Factory Center 


A preliminary survey of the 
ceramic production potentials in 
the San Antonio, Tex., area by the 
Southwest Research Institute indi- 
cates sufficient raw material 
sources to permit development of a 
sizable mineral processing industry 
in south Texas. 

Authorized by a city government 
bureau, the survey uncovered the 
existence of substantial quantities 
of kaolin, plastic clays, tale, and 
feldspar, Tests showed the kaolin 
compared favorably with Georgia 
kaolins imported into Texas. 


peller Fan Manufacturers Associa- 
tion “Certified Rating” label on 
night cooling fans guarantees that 
they have been tested according to 
the NAFM - ASHVE air-measuring 
method. Therefore, assurance is 
given that the CFM rating stands 
for the actual amount of air ex- 
hausted. 

Residential fan demand is not 
the result of a long-felt need; that 
is, home-owners do not spend a 
long time before hot spells strike 
deciding that they should have re- 
lief from the heat and so order a 
fan. According to 1950 sales 
records, fan purchases did not show 
an upsweep until July. 

Because of the highly seasonal 
nature of fan sales, timing is of the 
utmost importance. The dealer 
must have adequate stocks of fans 
cn hand when the heat wave be- 
gins. As these stocks are depleted. 
they must be replenished for suc- 
ceeding hot spells. 

Use the following points in sell- 
ing the Window Fan: 

1. It night-cools up to four or 
five rooms, 

2. It is low-priced and it costs 
only pennies to operate. 

3. It has a slow-moving—there- 
fore—quiet blade. 

4. It is portable and can be 
moved easily. 

5. It is easily installed—by the 
home-owner himself—by follow- 
ing simple directions. 

6. Its cooling at night leaves 
the house cooler during the day. 

7. It is adjustable to various 
window sizes because it is e- 
quipped with brackets and spacers. 

Nearly every residence has the 
need for some type of night cooling 
fan—and there is a fan to satisfy 
that need. You not only profit from 
each and every sale, but—when 
properly selected and installed— 
each fan makes you better known 
for future sales. 
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Sell Coffman's: 


I—No. 205—3/8 $15.57 
2—No. 205—CN! 7.26 
3—No. 205—4/2_ 17.66 
I—No. 205—3S 14.85 
Total price F.O.B 
Factory only $55.34 
Platform shown is 4'0"' x 4'10"' 
3 steps—7"' risers x 12" tread 


COMPARE COST 


Actually sells for less (including instal- 
lation) than other types of railing be- 
cause you sell Stock Sizes. 


INSTALLATION 


Using STOCK SIZE RAILINGS, builder 
can design masonry forms to fit—stand 
the railing in place (plumb) and pour 
concrete. 


QUALITY 


NOTE the hand-forged inside scroll at 
the newell post. Check Coffman's scien- 
tific electric welding — and correct de- 
sign. 


DURABILITY 


Coffman SOLID BAR component parts 
(instead of hollow tubing) means heavy 
weight per foot—and DURABILITY. 


WHERE TO BUY IT... 


Progressive building supply dealers stock 
Coffman's. Write for literature. 


Write for Catalog SBS 


sai R. G. Coffman Co. Inc. 


P. O. Box 1113 


ORLANDO FLORIDA 





ORCHIDS 


(from page 33) 


he realized this great ambition. 

Today he is a scientific success, 
with pardonable pride in the 
flowering beauty in the glass 
house. He buys orchid plants at 
$25 each. 

It took him 10 years to learn 
how to grow one certain vine. 
After 10 years he just about gave 
up and set it aside. To his surprise, 
the vine regained its health and, 
investigating, Skinner found he 
had placed it in a small pot that 
provided thorough drainage. That’s 
all the vine had needed! 

Skinner is pretty cranky about 
the dirt that enters the glass 
house. When he adds dirt, he first 
tests it for acid and alkali content, 
and adds necessary chemicals to 
make it right. Furthermore, every 
ounce of dirt that enters has been 
sterilized with steam, in a steel 
drum that Harold rigged up. 

Between protecting his precious 
plants from nematodes and feeding 
them scientific dirt, Skinner has 
complicated his hobby for a num- 
ber of years with color photog- 
raphy. It is a question now of 


whether he gets more enjoyment 
from giving away the plants or 
from taking their pictures. 

The feeding is further compli- 
cated because he is interested in 
producing colors and shapes, And 
the photography is sometimes 
hindered because the intense hu- 
midity will fog the lens. 

About a year ago Skinner de- 
cided that the greenhouse was a 
burden and he had had enough. 

So he advertised it for sale and 
the ad produced a bona fide 
prospect. But after some medita- 
tion and some discussions with 
Mrs. Skinner, the sale was called 
off—for these three reasons: 

1. The prospect said he couldn’t 
afford to pay what the glass house 
was worth and then move it. 

2. Mrs. Skinner put her foot 
down, She said Skinner had too 
much time and money invested 
and, besides, what would he do 
with himself? 

3 No! 
plants t 


would there be any 
1otograph! 

So in He ailing building 
supply their employees 
and families, may continue to look 
forward to seeing Harold Skinner 
enter the sick room, bearing a 
beautiful product of his hobby. 


uston, 
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attic ventilation 


the 
right way is 


WIND-WAY 
VERTICAL 
DISCHARGE 


Lanchtleuse 


PACKAGE 
FAN 


WIND ® WAY 


ALES-PROVED 


BECAUSE: 


@ it is designed to fit ANY type building EASILY 


®@ installation costs, time and effort cut down to a minimum 


@ WIND-WAY merely sets on the floor of the attic or 
the trim of the well hole. It is NEVER fastened 


in any way, yet it moves the greatest amount of air 


quietly with absolutely NO noise or vibration 


@ WIND-WAY sells “on sight’ 


to people who recognize it 


as a simple, foolproof, superior fan 


WINDS WAY 


Write for descriptive 
bulletin No. 9150 


FAN AND VENTILATOR CO. 
531 St. Joseph St. New Orleans! 2, La 
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Riddick Heads New 
8. C. Building Group 


Alton T. Riddick, assistant city 
manager of Florence, is the first 
president of the newly-organized 
South Carolina Association of 
Building Officials. 

The building officials’ associa- 
tion, following its organization at 
a recent Columbia meeting of city 
authorities. became a division of 
the South Carolina Municipal As- 
sociation. 

In addition to Riddick, other of- 
ficers of the new state-wide group 
are: E, V. Phipps, of Columbia, 
vice-president; R. W. Jones, of 
Spartanburg, secretary; C. M. 
Freeman, of Rock Hill, and R. B. 
Dixon, of Sumter, directors. 

Riddick, who with Phipps spear- 
headed the move to organize state 
building officials, said the associa- 
tion will work to improve South 
Carolina’s relative standing in 
maintaining and enforcing modern 
and efficient building codes. 

Through a state organization, he 
explained, local building depart- 


ments will function more efficient- ~ 


ly, better understanding of build- 
ing codes will prevail, cities will 
be better able to maintain modern 
codes at minimum cost with re- 
sultant maximum safety of life 
and property. 

The new association voted to 
take steps looking toward the 
establishment of a training course 
for building inspectors. It also 
passed a resolution requesting the 
parent Municipal Association to 
seek the passage by the state legis- 
lature of an enabling act that 
would allow municipalities to 
adopt improved and modern build- 
ing regulations with a minimum of 
red tape. 


BETTER CODES 


(From page 31) 


them—if overly restrictive build- 
ing codes are revised. These in- 
clude savings in Electrical, Plumb- 
ing, and Structural portions of the 
construction bill, 

Plumbing consumes the greatest 
quantity of critical materials in 
homebuilding. Here are some ways 
savings could be effected through 
code modernization. 

Most codes require that the 
bath-tub trap be back-vented, 
even though the stack servicing the 
rest of the bath fixtures is close by. 
Flat bottom fixtures, such as bath- 
tubs, sinks, laundry trays, refill 
the trap because of slowed-down 
final run-off, and are therefore 
safe even with unvented horizontal 
waste lines up to eight feet. 

The requirement of a four-inch 
stack is probably the most com- 
mon, although the three-inch stack 
is being specified in many codes. 

A four-inch extra-heavy stack 
weighs 12 pounds per foot, while a 
three-inch extra-heavy stack 
weighs eight pounds per foot. The 
hub size for the four-inch stack 
makes it necessary to use either 
2x8 studs, or staggered 2x4’s closer 
together, wasting materials as well 
as space. 

Standard-weight cast-iron pipe 
is ample, when the quality is satis- 
factory. The difference in weight 
per foot of four-inch extra-heavy 
as compared to three-inch standard 
weight is almost seven pounds, In 
a single family dwelling, this item 
alone can make a difference of 350 
pounds of cast iron—and a con- 
siderable saving in lead for calk- 
ing the joints. 

Most codes require clean-out at 


the base of the plumbing stack. 
Such a fitting, with its required 
brass plug, is costly and is rarely, 
if ever, used. Because of this in- 
frequency of use, the clean-out can 
seldom be opened without a great 
deal of labor or damage requiring 
the replacement of the fitting. 
Therefore, common-sense indicates 
that it should be omitted alto- 
gether. Another point in favor of 
elimination of the clean-out is that 
the plug often is lost or damaged, 
resulting in replacement by a 
variety of make-shifts. 

The access door behind the bath- 
tub should be a thing of the past. 
Modern faucets are accessible from 
the front. The access door becomes 
only another item of unnecessary 
expense and waste, required by 
outmoded codes, 

By use of less, lighter, or newer 
materials and construction meth- 
ods, considerable savings can be 
effected through code changes in 
structural specifications. 

The requirement of 12-inch 
thickness of outer brick walls for 
all but the top story of two- or 2.5- 
story dwellings is a common one. 
But countless examples have prov- 
en that an eight-inch thickness 
from the footing up is plenty. 

Where wind loads are usually 
assumed at 20 to 30 pounds per 
square foot of vertical surface in 
one- and two-story dwellings in 
order to resist average winds, 10 
to 20 pounds is safe in most areas. 
It is only in very tall structures, 
where overturning moments must 
be considered, that higher re- 
sistance is necessary. 

Regarding snow loads, no na- 
tional requirement can be estab- 
lished due to variation in climatic 
conditions throughout the country. 
Nevertheless, in most cases local 
requirements are greater than 
necessary, Even in areas where 
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New Residential Building [ucreases 


Reports from those parts of the 
country where a step-up in hous- 
ing projects is underway indicate 
that builders in these areas have 
discovered in the new AFCO Pre- 
finished Wall Paneling, an attrac- 
tive and long-wearing wall finish, 
ideal for use in kitchen and bath- 
room units, that is inexpensive 
and speedy and simple to apply. 


Heard, too, are the building con- 
tractors’ enthusiastic praise of 
AFCO Wall Panel from the stand- 
points of time and money saved 
on the overall project, since esti- 
mates are easily made and true to 
actual need. 


The lustrous beauty and long- 
wearing attractive results. of 
AFCO Baked-In Plastic Finish are 
proving themselves consistently in 
housing projects. The three stand- 
ard patterns of AFCO Wall Panel 
afford a good variety for use in 
these projects, and the wide range 
of beautiful decorator colors pro- 
vide individuality within each unit. 


Use of AFCO Wall Panel in 
housing projects will prove itself 
in many ways. Despite frequent 
occupancy changes, the bright lus- 
trous finish will keep its beauty 
with the mere whisk of a damp 
cloth, for years of practical beau- 
ty. And the inexpensive and sim- 
ple application involved in redec- 
oration with AFCO Wall Paneling, 
when necessary, will save both 
time and money. 


AFCO Prefinished Wall Panel 
has everything the building is 
looking for: beveled score line, 
baked-in-plastic finish in a choice 
of ten pre-harmonized colors, and 
a full line of mouldings and 
cement. 


Colorful, detailed literature and 
the famous AFCO Silent Salesman 
display showing all patterns and 
colors in the AFCO line are sup- 
plied with merchandise to dealers. 


Write on your letterhead today 
for complete information. 


Wall Panel Sales 


A & F TILEBOARD CO., INC. 


P. O. BOX 4085 > 


ALEXANDRIA, LA. 











=| a 4 
} IKRE 
SASH HOLDER 


FOR 
PLAIN RAIL SASH 


ew 34” Vikre sash holder, Model VSH-20, developed 
fawbn pal Plain Rail Sash gives you the same patented 
features of the standard (%”) Vikre Model VSH-57. They 
are the only spring tension type holders to have all moving 
parts fully encased to eliminate sticking and binding. Vikre 
Holders require only one hole in sash .. . have pat- 
ented, adjustable steel spring tension. Sell genuine Vikre 
Sash Holders for better profits. 


NEW MERCHANDISING DEAL 


Six dozen Vikre Sash Hold- 
ers are packed with an at- 
tractively stained, eye 
catching window display 
with mounted sample of 
Holder. Window can be 
raised and lowered. Attrac- 
tive folders. No additional 
charge for display and fold- 
ers. Order from your job- 
ber now. J. N. Vikre Co., 
Inc., 3016—14th Avenue, 
South, Minneapolis, 
Minn. 


GIVES SIDING JOBS IMPROVED 
PROTECTION AND APPEARANCE 


On every Asbestos Siding 
Job, where appearance ia es- 
sential, you can save valu- 
able time, simplify fitting at 
corners and along window 
and door frames, give added 
protection, by using individ- 
ual zinc corner strips... 
Made of oxidized zinc... 
will not stain. Lengths suit- 
able for any Asbestos Siding 
Shingle. For complete details 
write 


BUGHER MANUFACTURING CO. 


211 S. Main S¢. Kokomo, Ind. 




















LOW COST—FAST SELLING 
® A good, practical, economical unit sold 
only through building supply dealers. 
© Carton packed—low freight rate. 
NO NEED TO CARRY VARIOUS SIZES! 
The Standard Slide-A-Fold fits all ceiling 
heights of 9'2" and less. 


WRITE TODAY FOR FULL DEALER INFOR- 
MATION ON AMERICA'S MOST POPU- 
LAR DISAPPEARING ATTIC STAIRWAY. 


CRAIG WOOD-PRODUCTS COMPANY 
BRENNAN ROAD COLUMBUS, GEORGIA 
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snowfall is heaviest, 10 to 15 
founds per square foot is safe, Yet, 
codes in many of these areas re- 
guire an assumed load of 20 pounds 
or more, 

Most codes require masonry 
chimney to the foundation, even 
though the Fire Underwriters Lab- 
oratory tests show that approved 
packaged chimneys are as safe or 
safer than masonry chimneys. 

The effectiveness of cross-bridg- 
ing is often questionable, and can 
be omitted in many cases when the 
sub-flooring is laid diagonally be- 
cause then ample stiffness and 
strength is developed. When spans 
are not unusually long, bridging 
can be safely omitted and lumber, 
labor, and time thereby saved. 

Corner bracing is another com- 
mon requirement of building 
codes, regardless of the type of 
sheathing used. Tests prove, how- 
ever, that when diagonal wood 
sheathing or some types of compo- 
sition sheathing are used and 
properly nailed to the studs, the 
diagonal bracing can be elim- 
inated. 





WEL-BILT FOLD-A-WAY 
STAIRWAY 


© SAVES SPACE 


BZ] ° IDEAL FOR 
SMALL HOMES 


¢ ABDS EXTRA ROOM AT 
SMALL COST 


i Every home should have a WEL- 

") BILT STAIRWAY. Wasted attic 

, space can be easily converted 

into valuable storage space, 

ht extra bedroom or playroom for 
¥) the children, 


Wel-Bilt Stairways 
come assembled. 
THEY ARE easy to 


strong (__‘\ 
e \ j \ 
EFFICIENT Vn install at little ex- 


pense, and easy to 
operate. 











SOLD BY LEADING DISTRIBUTORS 
FROM COAST TO COAST 
Manufactured by 
THE WEL-BILT PRODUCTS 
COMPANY 
P. O. Box #95 


Memphis, Tennessee 


Many building codes require ex- 
cessive sizes of electric wiring and 
types of installations. For example, 
many codes still require the lead- 
in wire to be not less than 14 feet 
above grade, In a one-story instal- 
lation, this usually requires a sup- 
porting pole that costs $20. The 
National Electrical Code permits a 
10-foot clearance above’ grade, 
thus making a lead-in fastened to 
the house acceptable. 

A number of building codes re- 
quire at least eight inches of free 
wire at outlets for connections to 
fixtures. Six inches is ample—and 
electricians usually cut them off to 
this length anyway. However, 
multiply this waste by 30 outlets 
and you have 10 feet of precious 
copper wire tossed on the scrap 
heap for every such dwelling in- 
stallation! 

In the case of dwelling founda- 
tions we often place only a 700- 
pound-per-square-foot load on 
soil, when it could safely take 2,000 
pounds or greater. 

In many areas, reinforcing steel 
is required in concrete slabs poured 
on the ground. This is another 
typical waste—and a completely 
unnecessary stipulation—when the 
fill is properly tamped and the site 
adequately drained. 

These are some of the more 
ebvious ways that critical ma- 
terials and labor can be saved 
through revision of building codes 
to performance standards, as com- 
pared with material and construc- 
tion specifications. 

Too many codes contain pro- 
visions based on traditional prac- 








THOROUGHLY DRY OAK 
FOR SALE 


10 cars 8/4 3B and better rough 
oak. Can dress to your specifica- 
tions. Will run approximately 4% 
3B, % 3A and % #2 Common. 
Can ship straight car of 2x4, 2x6, 
2x8 or 2x10. 


GRAYSON LUMBER COMPANY 
P. O. Box 1311 Phone 9-113i 
Birmingham, Ala. 











tices and do not reflect our recent 
scientific progress. What is safe 
and sound is also less costly. 

The 20,000 member firms of the 
National Association of Home 
Builders are ready to build all 
housing necessary for defense 
workers. We are working—or will 
work—with the federal govern- 
ment in urging certain local com- 
munities to accept code improve- 
ments that will result in construc- 
tion savings for buyers and tenants 
in the form of lower housing costs. 


CUTS INSULATION 
(From page 26) 


where in the outer layer of the in- 
sulation or between the insulation 
and siding. Condensed water or 
frost then collects inside the walls 
er attic, sometimes with dis- 
astrous results to structural mem- 
bers of the home, exterior finish, 
or interior design. 

Engineers recommend that vapor 
barriers be installed in all in- 
sulated homes located in areas 
where winter temperatures drop 
to freezing level, Insulation with- 
out vapor barriers makes it diffi- 
cult for the house to “breathe.” 

Two rest rooms, each with 1,000 
square feet outside wall area, 
proved the vast difference that 
vapor barriers make. 

One room was protected by a 
foil-backed gypsum wallboard, 
while the other remained unpro- 
tected. Identical climatic condi- 
tions were maintained outside and 
inside both rooms — 10-degree 
above zero temperature outside 
with humidity normal and 70-de- 
gree temperature inside with hu- 
midity at 45 per cent. 

In the unprotected home, mois- 
ture gradually penetrated the out- 
side walls and condensed—some- 
times as much as 2.5 gallons of 
water a day. 

Only about a_ pint passed 
through walls of the room with 
aluminum-foil vapor barrier! 





more aud more 1T PAYS TO SELL 








All year 'round, keep SISALKRAFT Products on display . . . you'll 
sell more, every month of the year, because there are so many 
varied uses in construction and on the farm, High quality ... low 


. . profitable turnover. Write for sales aids! 


FOR more and more 


: _, CONSTRUCTION AND 
Nationally Advertised FARM USES 


PROTECTIVE PAPERS 
cost. 
THE SISALKRAFT CO., Dept. SB6, 205 West Wacker Drive, Chicago 6, Illinois © New York 17, New York ® San Francisco 5, California 
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BUILT-IN WARDROBE 
WINS $2,500 PRIZE 


This is the shelf-door built-in feature that 
won for Architect Edward W. Hanson, of 
Stillwater, Minn., first prize and $2,500 of- 
fered by the Douglas Fir Plywood Association 
in connection with the NAHB-Forum house 
design competition. Key to the design is the 
addition of four inches to the depth of the 
wardrobe providing shelf space on the backs 
of the doors. Units can be adapted for men, 
women, and general use. 





Baker Lumber Firm 
Holds Slogan Contest 


“TI would like Shingle-Seal for 
my home because every woman 
wants a new spring bonnet to give 
her a _ dressed-up feeling—our 
home wants Shingle Seal.” 

This prize-winning slogan won 
for Mrs. Harold Rogers $200 worth 
of materials and labor from the 
Baker Lumber and Supply Com- 
pany, Port Arthur, Tex., in its 
recent Shingle-Seal contest. 

Runner-ups in the contest were 
presented small appliances and 


paint by Donald S. Elliot, president R. O. W. windows. 
Six of the commercials are one- company name and tie-in, 


of the Baker company. 


units now offer 


R. 0. W. Offers Dealers Recorded Radio Spots 


The makers of R. O. W. window’ minute spot announcements and 
a set of 10 re- four are 20-second “chain breaks.” 
corded radio commercials for use A four-page folder tells the dealer 
without charge by dealers who sell how to arrange an audition and 


how to use “open ends” for the 
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Make Friends— 
with the BARBECUE FOLKS 


Whether you are a dealer or builder, they are worth while 
potential customers—established home owners whose patron- 
age is not dependent on the general construction market. . . 
To the dealer it means sales of brick, cement, tile, aggregate 
and probably lumber, as well as the grids, cranes, doors and 
complete Donley Range Units that make outdoor fireplace 
building efficient and satisfying. Your key to this business is 
the booklet, Donley Outdoor Fireplaces. Make sure you have 


@ supply. 


THE DONLEY BROTHERS COMPANY 
13905 Miles Avenue Cleveland 5, Ohio 
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CARLOAD & WAREHOUSE SHIPMENTS 


Direct West Coast Mill Representatives for 


DOUGLAS FIR 
WHITE PINE 
REDWOOD 


CALL or WIRE TODAY — Direct Teletype Service 
To West Coast on Rush Orders! 


Camey Slew 
WHOLESALE 


Box 7098 + 2400 S$. May * Oklahoma City, Oklahoma 
Teletype No. Okla. City 355 
West Coast Office: 1004 Pacific Building, Portland, Oregon 
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A New ite. 
IDING DOOR UNIT 


SAVES FLOOR SPACE 








ELIMINATES 
SWINGING DOORS 








afi paineyhipigeide a 
-~OUTSTANDING FEATURES 


1. Solid brass, ball bearing, special DOOR HANGERS, operating on 
aluminum track, permit height adjustment without r ing door. 

2. Exclusive STABILIZING FIXTURE, operating in bottom door rail, 
prevents rattles and assure easy, silent sliding. 

3. Slotted ESCUTCHEON PLATE at bottom closing edge of door 
interlocks with RUBBER DOOR GUIDE on closing jamb. Assures 
rigidly closed door and prevents door edges from striking stops. 

SEE YOUR LUMBER DEALER 
HUTTIG SASH & DOOR CO., ST. LOUIS, MO. 


Charlotte, N. C. ¢ Dallas, Texas ¢ Knoxville, Tenn. ¢ Miami, Fla. e Columbus, 
Ohio © Jacksonville, Fla. ¢ Louisville, Ky. ¢ R ke, Va. e Birmi Sash 
& Door Co., Birmi , Ala. © Memphis Sosh & Door Co., Memphis, Tenn. 














| 
NEW SILENT OPERATION 














A Space-Saving Money-Maker! 


THE IDEAL SLIDING DOOR UNIT 





























IDEAL Sliding Door Units make builders happy with 
more usable floor space . make dealers happy with 
steadily mounting sales. Sell both IDEAL Regular Slid- 
ing Door Units and Closet Double Sliding Door Units— 
the answer to extra usable floor space without extra costs. 


ASK YOUR JOBBER ABOUT 
IDEAL SLIDING DOOR UNITS 


IDEAL 


REG US PAT OFF 


Manufactured by IDEAL COMPANY, Waco, Texas 











JUNE, 1951 . 





oo 


or 


4 & F Tileboard Co 
Adams Rite Mfg. Co 

Air Control Products Inc 

\llied Building Credits, Inc 

American Asphalt Roof Corp 

American Celeure Wood Preserving Corp 
American Lumber & Treating Co 
Anthony Truck Co ne re 
Armstrong (< The 

Avery Corp 

Asbestone Corp 

Asbestos Co. of Texas, The 

Associated Plyw« ea! Mills re 


os o 
SHO Hw 4 400 


he 


Barclay Mfg. Co 

sarney-Stewart Co 4 
Barrett Div. (Allied Chemical & Dye Corp.) 
Bessler Disappe aring Stairway Co 

Biglin Co., H 

Bugher Mfg. Co 


Cc 


Cameron & Co., Wm 
Carpenter Oak Flooring 
Celotex Corp., The 
Certain-teed Products Corp 
Chapman Chemical Co 
Chicopee Mfg. Corp 
Circulators & Devices 
Coffman Co t G 

Craig Wood Prod. Co 
Cumberland Portland Cement Co 
Curtis Companies, Inc 


Back Cover 


D 


Davis Co., H. B 

Decatur Iron & Steel Co 

Delph Hardware and Specialty Co 
Donley Bros. Co . _ 
Douglas Fir Plywood Assn 


F 


Falls Stamping & Welding 
Fawsco Mfg Jo 

Fir Door Institute 
Fletcher-Terry Co 
Flintkote Co 

Foldaway Stairway Co 


G 
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PV (ee) Bag Trucks ’ ae a USE YOUR ATTIC 
Pay For Themselves - 


percmmrmege so 


EXCLUSIVE... YY ff a A EASY HANDLING — 

d y ING — 
Only in an ANCO bag \ : wena: Sakae felbag 
truck can you get the y f e stelsway.comes 
exclusive NOSE-PLATE . /. ‘at all-in-one pack 
wheels. Rolls under ‘ : ) y TODAY N ; age easy for 
pallets with ease and : FOR a4 dealers to handle 
cuts handling costs as FULL \ * , bie nthe pe 
much a3 one-half, and DETAILS i \ \ ‘iw 30 minutes 
more. i : A alter well is made 
\ Complete and 


WHEN IT'S CEMENT \ or eat, AS pega 
HANDLIN' TIME— hh nena eee daae te 


PATENT NO nished for you 


IT'S TIME FOR 2506380 = add eee 
ANCO BAG TRUCKS a caliente 
—of course. 


A slight pull on the two han- CUSTOMERS 
dles tilts a full 1,200 pound he Fold 

Py 6 are you looking for the Foilda 
load into perfect balance. The sperkaainn eaiwey 100 ¢ 
load is on the truck... NOT Y installation in the big new | , 

' aed ng and remodeling program! With “spa at a premium in all building an 

THE TRUCKER! Scientifically remodeling jobs today — this disappearing sta holds many uses-and many 
built to last for years. Cut sales for you! Transforms attics into extra bedrooms, dens, storage space and 
high material handling costs. other uses. FOLDAWAY stairway disappears completely into attic, leaving 


SEND FOR COMPLETE DE- only fine finished panel lying horizontally the ceiling 
TAILS NOW! Y, WRITE FOR COMPLETE DEALER INFORMATION. 


ANTHONY TRUCK COMPANY FOLDAWAY STAIRWAY COMPANY, INC. 


813 SEABOARD STREET PORTSMOUTH, VA. 
Paducah, Ky. 
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ke it from mne-the 
BAN Jeader is... 


ATTIC FANS 








Four Stock Sizes to . Here is the packaged attic fan that contractors 
Fit Every Need: : x : j ae 

; ‘ say is designed with them in mind! And no 

Model Pigs fy wonder—the Reed lay-down type vertical dis- 

t — ‘ ‘ . 4 a 4 « 

ee sae , charge attic fan is installed in nothing flat, with- 

out special equipment. And REED means qualéty 

—in construction, material, quietness, long-life 

and certified air delivery. 


Model RVU-30: 
Measurement A — 
Measurement B — 

Model RVU-36: 
Measurement A — © 
Measurement B — % g 1 REED UNIT-FANS, INC., 
Dept. C 


Mode! RVU-42: 
‘+ 1001 St. Charles St 


rement A — . 
Measureme New Orleans 8, La. 


Measurement B — P Weir. 
NN RE Please send me full information 
i % about REED package Attic Fans: 
Name_ 


UNIT-FANS, INC. 3 scan 


1001 St. Charles St., New Orleans 8, La. 
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SPACE SAVER 
THE BESSLER DISAPPEARING STAIRWAY 


Makes the upper 
story a valuable 
asset to the home 
without using space 
in the room below. 
When not in use it 
slides into the ceil- 
ing and out of the 
way. 

It sells houses fast- 
er. Home owners 
appreciate this use- 
ful added space. 
Alert contractors 
are using the Bess- 
ler Disappearing 
Stairway. 


Easily assembled 
Made in and installed. 


seven 
models. 


Write today for literature. 


THE BESSLER DISAPPEARING STAIRWAY CO. 
1900 E. Market St. sete Akron 5, Ohio 











‘ . “a S : 

Floor for the years to come ... with Northern Hard Maple ! 
For 1951 modernization work—industrial plants—defense 
and low-cost housing—residences—schools—military con- 
struction. MFMA grades for every purpose: First Grade for 
“high style’—Second, utility and appearance—Third, utmost 
value with economy ...or Combination Grades, Second- 
and-Better, Third-and-Better. MFMA Grading Rules, tech- 
nical data, FREE. Write: MAPLE FLOORING MANUFACTURERS 
ASSOCIATION, Suite 556, Pure Oil Buliding, hones 1, HMlinois. 
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Maple Flooring Mfrs. Assn 

Marquette Cement Mfg. Co 

Marsh Wall Products, Inc 

Mengel Co., The (Plywood Div.) 

Metal Trims, Inc 

Miami Window Corp k Inside 
Miracle Adhesives Corp 

Miratile Mfg. Co. ... es 

Monarch Metal Weatherstrip Corp 

Murray Co. of Texas, Atlanta, Ga 


N 


Nankee Aluminum Paint Co.. Ir 

National Gypsum Company 
National Woodworks 

ner York Wire Cloth Co 
Nu-Wall Mfg. Co 


Oo 


Oconee Clay Prod. Co 
One-der Frame Corp. . 


Pp 


Paine Lumber Co., Ltd. . 
Peaslee-Gaulbert Paint & Varnish 
Plastergon Wallboard Co 
Precision Parts Corp 

Prestile Mfg. Co 


R 


Red Cedar Shingle Bureau 
Reed Unit Fans, Inc 

Reynolds Metal Company The 
Roach & Musser Co 

Ross Carrier Co., The 

R. O. W. Distributors 
Ruberoid Company 
Rudiger-Lang Company 
Rutzke Weatherstrip Mfg. Co 


S 

Sisalkraft Co 

Southern States Iron Roofing Co 
Southport Paint Co 

Stanley Works, The 

Stewart (Electric) S. J 
Superior Fireplace Co 

Superior Wall Prod. Co 


T 


Tennessee Fabricating Co 

Texas Co., The 

Trinity Div., General Portland Cement Co 
Turpentine & Rosin Factors, Inc 

Tylae Co 


S. Plywood Corp. (Industrial \dhesives Div.) 
S. Plywood Corp 

Unique Balance Co., Ine 

United States Treasury 

Upson Co. . on 


U 
t 
( 


V 


Vento Steel Prod. Corp 
Vikre Co., Inc., J. N. . 
Vital Products 


WwW 


Wallace Mfg. Co 
Wel-Bilt Prod. Co. . 
Wickwire Bros., Ince 
Wood Conversion Comp 
Wood Window Program 
Wurdack Chemical Co 


Z 


Zonolite Co 
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KNOX HOMES ivvesiments: 


SERVICES Subdivision Planning 


Financial Assistance 


to MR. DEALER Management Analysis 
and BUILDERS ... Erection Instruction 
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SERVICES Fast Erection — 30 Days 


F.H.A. and V.A. Approval 
to YOUR Gracious Living at Moderate Cost 
CUSTOMERS .... Basic Landscaping 











Write today for complete 
information on dealership. 
Certain areas in Southeast 
open for alert, financially 
responsible dealers. 
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When these stables— housing the most valuable horses 
in America — required re-roofing. CERTAIN-TEED 
Universal Asphalt Shingles were selected as the winner 
because they met every rigid re-roofing requirement: 
Universal Shingles. surfaced with carefully 
selected mineral granules, are fire resistant. 
Universal Shingles. with their self-locking fea- 
ture, provide the exceptional strength required 
to defy the most vicious winds and driving rains. 
Universal Shingles. ideal in size and weight for 
re-roofing, are laid quickly and easily. 
Universal Shingles. economical at the start, 
provide years of faithful protection. 
Universal Shingles. in a variety of colors. add 
charm to any building. 
Back a winner—stock and promote CERTAIN-TEED 
Universal Asphalt Shingles for any re-roofing 
requirement, 


BUILDING 
PRODUCTS 





Quality made Certain...Satisfaction Guaranteed 


CERTAIN-TEED PRODUCTS CORPORATION 
ARDMORE, PENNSYLVANIA 





ASPHALT ROOFING - SHINGLES - SIDINGS 

ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 
GYPSUM PLASTER - LATH - WALLBOARD - ROOF DECKS 
ACOUSTICAL TILE INSULATION —FIBERBOARD 
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